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American Management 


Insurance Conference 
Covering Wide Range 


Many Leading Problems Under 
Discussion Yesterday and Today 
at Gathering in Chicago 


LELLI OF PHOENIX SPEAKS 


Describes Two Policies; Appraisals 
for Values and Loss Prevention 
Plans Discussed 


The American Management Associa- 
tion Insurance Division is holding two- 
day conference at the Drake Hotel in 
Chicago, starting yesterday and ending 
today. Paul H. Schindler, vice president 
of AMA in charge of the insurance 
division and manager of the insurance 
department of Youngstown Sheet & 
Tube Co., is chairman of this meeting. 
President Lawrence A. Appley of the 
AMA made the opening talk at the con- 
ference yesterday morning. Attending 
the conference are a large group of in- 
surance buyers and also insurance com- 
pany executives, agents and brokers. 

Three speakers at the conference were 
Urban M. Lelli, secretary, Phoenix of 
Hartford; John F. Boehner, regional su- 
pervisor, Chicago metropolitan area, 
Western Adjustment & Inspection Co., 
and William K. Ousley, vice president, 
Boston Manufacturer’s Mutual Fire. 
These are reviewed herewith. Those par- 
ticipating in yesterday afternoon’s panel 
discussion on “Where and How to Buy 
Excess Insurance” are reviewed in the 
casualty section of this issue. 


Panel on Liability 


This afternoon’s session will feature 
a panel on dangers to business in con- 
tractual and assumed liability and the 
feature speaker at today’s luncheon will 
be Alfred M. Best, president of the Al- 
fred M. Best Co., on rating the financial 
Structure of insurance companies. The 
first Chicago insurance workshop ex- 
hibit is being held and four associations 
are showing the more common causes 
of loss. These associations are the 
American Mutual Alliance, Association 
of Casualty & Surety Companies, Na- 
tional Board of Fire Underwriters and 
Surety Association of America. 

Mr. Lelli, discussing the subject of 
accounts receivable and destruction of 
tecords insurance, stated in part: 

“Based on an impartial survey of the 
credit histories of one hundred concerns 


(Continued on Page 30) 
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From cellar steps to traction splints in one easy trip. Acci- 
dents WILL happen but you can protect your customers at 
low cost with an "L. & L." Personal Accident Policy. 
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AAMED FOR WORLD-WIDE SERVICE from branches 

located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 
and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
Policies in Force 
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SUN LIFE ASSURANCE COMPANY 
“> OF CANADA 77> 


New Workshop Has 
Full Week’s Study 
Of Policyholders 


Public Attitude Sessions at Rye, 
N. Y., Under Auspices of Life 
Advertisers Association 


SUCH KNOWLEDGE ESSENTIAL 


Future of Life Insurance Regarded 
Safe With Public’s Support 
and Friendship 


By CLARENCE AXMAN 


With more than 86,000,000 policyhold- 
ers of life insurance in the United 
States, the present status of relations 
between the insured and the companies 
has impressed the Life Insurance Ad- 
vertisers Association as a matter of 
growing importance to the future of the 
business. Are these policyholders satis- 
fied with their insurance and the car- 
rier thereof, and if not why? Do they 
regard the companies as taking the ulti- 
mate best care of their interests from 
every angle? What induced them to in- 
sure in the first place and why did they 
choose the company which issued their 
policies? And how are the companies 
to ascertain the answer to all of those 
questions and if there is some general 
complaint, what can the companies do 
to correct the situation ? 


Spend Week in Conference 


In order to explore the situation as 
completely as possible, almost this entire 
week was devoted to such conference 
and discussion at a Policyholders’ Work- 
shop, which was conducted by the Life 
Insurance Advertisers Association at 
Westchester Country Club, Rye, N. Y. 
First announcement that there would be 
such a conference was made at the an- 
nual convention of the advertisers asso- 
ciation held in Montreal a couple of 
months ago, announcement being made 
by C. R. Noyes, Phoenix Mutual Life, 
chairman of the Workshop. 

At the opening of the conference all 
of the participants were asked to make 
10tes as to how policyholders’ relation- 
ships can be improved—as the problems 
discussed were unveiled at the West- 
chester Country Club meetings —and 
then submit their ideas to their compa- 
nies after returning to the home offices. 
Objective of the conference this week 
included these slants: definitions of 
groups of policyholders which individual 
companies serve; discovery of problems 
in relation to those groups; development 
of sound approach to the problems; de- 
velopment of needed technique. Discus- 
sion of surveys of policyholders, inquiry 
among home office people, the field and 
clerical staffs of agencies as to what im- 
provements can be made in good will; 
what should be covered in annual re- 
ports; and closer analysis of corres- 
pondence with thought of speeding home 


(Continued on Page 10) 
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HELP YOU SELL MORE LIFE INSURANCE 


In many ways the skill and integrity of the medical ex- 


' aminer further your interests as a salesman. Satisfac- 
One of a series of advertisements 


dedicated to the men and women tory examinations reassure your clients and make them 
whose skill, knowledge and effort 
contribute so importantly to the better prospects for a growing life insurance program. 


life insurance salesman's success. : 
Even when the doctor’s findings are adverse, the pros- 


pect, prompted to seek treatment, often becomes in- 


surable later. In a very real sense, the doctor's care in 







. \y providing a sound basis for screening applicants keeps 
\e life insurance a growing, healthy business—with ever 
expanding opportunities for the men who make life in- 


surance selling their life career. 
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Bankers National Plans New Home Office Building 


To Be in Residential Section of Montclair, N. J., Located on 
a Hill Which Overlooks New York City and Newark 
Skylines; Company, With $206 Million in Force, 
Celebrating 25th Anniversary 


In mid-September of this year the 
Bankers National Life of New Jersey 
held a semi-social affair of considerable 
significance to itself and of some signi- 
ficance to the life insurance business. It 
was a reception at the Montclair Golf 
Club where members of the company’s 
board of directors were presented to 400 
business men of the New York-New Jer- 
sey area. Chairman of Bankers National 
Life is Charles H. Watts who is also 
board chairman of Beneficial Loan Cor- 
poration, immediate past president of the 
Chamber of Commerce of New Jersey 
and is the new president of the National 
Better Business Bureau. 

The reception was held to announce 
that the company had reached its 25th 
birthday with more than $40,000,000 as- 
sets and $206,000,000 of life insurance 
in force. Also announced was that the 
company had acquired a six-and-a-half 
acre tract of land on the ridge where 
Montclair and Verona meet, which ridge 
overlooks the skylines of both Newark 
and New York City. The location was 
acquired for the purpose of erecting a 
new home office building made neces- 
sary by the growth of the company. 


Bankers National’s Origin 


Bankers National Life of New Jer- 
sey had its beginning in the late spring 
and early summer of 1927. It was 
financed by Clarence Hodson whose 
home was in East Orange, N. J., and 
whose business headquarters were in 
New York City. The capital and sur- 
plus of the company were raised with- 
out any expense, the stock being prin- 
cipally subscribed by friends and associ- 
ates of Mr. Hodson. He negotiated with 
Ralph R. Lounsbury to come with him 
and take charge of the organization and 
building of the company. Mr. Lounsbury 
was then the active president of Bank- 
ers National Life Insurance Co. of 
Denver and of Bankers National Life, a 
Florida corporation in Jacksonville. 

Mr. Lounsbury finished his studies at 
University of Michigan in 1916. After 
a short period spent as instructor of 
economics and accounting at University 
of Michigan he went to Lincoln, Neb., 
where he became actuary of the State 
Insurance Department. In that capacity 
he served until the end of 1918, except 
lor a period during that year when he 
was on loan to the War Risk Bureau 
serving on its actuarial staff. Following 
his service as Nebraska State actuary 
he spent some years as secretary and 
actuary of Union Life and Accident of 
Lincoln. In 1923 he organized Bankers 
National Life Insurance Co. of Colorado 
and in 1925 he and his associates in the 
olorada company organized a company 
of the same name in Jacksonville. Bank- 
ers National Life of New Jersey ab- 
sorbed the business of the Colorado and 
Florida companies at the close of 1929. 


Key Executive Personnel 


Early in the history of Bankers Na- 
tional Life Mr. Lounsbury acquired and 
has kept with him five associate senior 
officers and a number of juniors. Vice 
President and treasurer is Raymond D. 
Shepard who began his career with the 
company in 1929. A graduate of Union 
College, Schenectady, N. Y., he was for- 
merly associated with the Underwriters 
Laboratories of National Board of Fire 
Underwriters; served as comptroller at 
National headquarters of War Camp 
Community Service; was with Haskins 
¢ Sells, New York certified public ac- 
countants and then became general audi- 
tor of Beneficial Management Corpora- 
tion. From 1940 to 1948 he was a mem- 


charge of operations of the Colorado 
company at the time it became a part of 
Bankers National Life of New Jersey. 
Mr. Chambers had previous experience 
in the accounting department of the 
Surlington Railroad and of the Union 
Life and Accident Insurance Co. 


Actuary of Bankers National is Elmer 








Left to right—W. B. Chambers, secretary; E. H. Hardebeck, actuary; R. D. Shepard, 

vice president and treasurer; Ralph R. Lounsbury, president; W. J. Sieger, vice 

president and superintendent of agencies; B. T. D. Schwarz, vice president and 
medical director. 


ber of the Board of Commissioners of 
the town of Montclair, N. J. 

Secretary of the company is Will B. 
Chambers, who has been associated with 
Mr. Lounsbury since his days in Lincoln, 
Neb., having been vice president in 


H. Hardebeck, who began his life in- 
surance career as Statistician with a 
Mid-west company, joined the Colorado 
Bankers National as actuary in 1927, 
and became a part of the New Jersey 
organization at the end of 1929. 





New England Mutual Regionals 


A nationwide cross-section of opinion 
on the present-day insurance market 
and the best approaches to it resulted 
from the recently completed series of 
regional conferences held by New Eng- 
land Mutual at central resorts in seven 
sections of the country. With practicing 
experts in the selling of Group insur- 
ance, pension plans and business insur- 
ance reporting at each of the meetings, 
the 550 leading fieldmen who partici- 
pated in the various programs received 
fresh slants on these topics, as well as 
a wide choice of new sales ideas brought 
out during panel discussions. 

The conference schedule, which con- 
cluded early in November in the deep 
South, started with the New England 
meeting at Bretton Woods, New Hamp- 
shire, on September 14-17, and continued 
with gatherings at The Sagamore, Lake 
George, New York, September 21-24; 
The Northernaire, Three Lakes, Wis- 
consin, October 1-4; The Greenbrier, 
White Sulphur Springs, Virginia, Octo- 


ber 8-11; The Ahwahnee, Yosemite, 
California, October 19-22; The Elms, 
Excelsior Springs, Missouri, October 
26-29, and Edgewater Gulf Hotel, Biloxi, 
Miss., November 2-5. 

Among the highlights on the program 
was the report from members of the 
company’s new Group department. They 
stated that, although the company is 
not yet ready to accept any quantity of 
new Group business, a few simple pilot 
cases are now being written to facilitate 
the setting up of efficient procedures. 
The department is now in the process 
of screening applicants for positions as 
Group home office representatives, and 


of locating and staffing Group field 
offices. 
Along with reports from general 


agents in each of the conference areas 
on business conditions in the area and 
pension trust and Group insurance sell- 
ing, talks by President O. Kelley An- 
derson, Vice President George L. Hunt 
(Continued on Page 16) 


Medical director is Dr. B. T. D. 
Schwarz, a graduate of the University 
and Bellevue Hospital Medical College. 
He began with Bankers National as an 
examiner and was brought in to the 
home office in 1928 as an assistant to 
Dr. John L. Davis, the company’s first 
medical director. Dr. Schwarz became 
medical director in 1929 when Dr. Davis 
moved to California, and was elected 
vice president in 1943, : 

Vice President and Superintendent of 
Agencies William J. Sieger came to the 
company early in 1929 in its accounting 
department. From this he rapidly 
worked his way into the agency depart- 
ment, becoming superintendent of agen- 
cies in 1932. He was elected vice presi- 
dent in 1935. 


Dollar Monthly Plan and Blanket 
Coverage 

During its existence, Bankers Nation- 
al has been the innovator of two types 
of life insurance. One is called Dollar 
Monthly Plan. Under that plan, policies 
have been issued, both Twenty Pay and 
Ordinary Life, in unit form, i.e., each 
policy has had a monthly permium of 
one dollar regardless of age at issue or 
type of insurance, the amount of in- 
surance depending on the age at issue. 

The other innovation is Blanket Cov- 
erage. Under this plan, an agreement 
is made with the Blanket Payor, who 
could be an employer, a union, an asso- 
ciation, or something similar. Under this 
agreement, individual policies are issued 
which are entirely complete, each one 
containing not only the provisions with 
respect to the individual but a complete 
copy of the agreement with the Blanket 
Payor. Under this form, a schedule of 
premium rates is guaranteed against 
change throughout the life of the indi- 
vidual insured. While it is necessary to 
have as many applicants under a Blan- 
ket Coverage agreement as would be 
required to issue group insurance, it is 
not necessary to have all or any fixed 
percentage of the eligibles covered, since 
the company reserves the right of sclec- 
tion. 





Bankers National Life is now licensed 
to transact business in 16 states, District 
of Columbia and Puerto Rico. The per- 
centage is decreasing, but the company 
still gets a large bulk of its business 
from Massachusetts, Connecticut, New 
Jersey and Pennsylvania. 

The new home office building in con- 
templation will have approximately 46,- 
000 square feet of space, which is about 
double the size of the present home 
office building. Bankers National is just 
now in the beginning stages of drawing 
up plans and specifications, so it may 
be a couple of years before the new 
building is actually ready for occupancy. 





Anniversary Year Meetings 


The company will close this anniver- 
sary year with a celebration which will 
bring together the members of its Presi- 
dents Club and Master Producers Club 
(agency organizations), and its home of- 
fice staff, officers, and directors. The 
members of the Master Producers Club 
will assemble in New York on December 
3 for a three-day meeting. They wll 
be joined on the evening of December 
5 by the members of the Presidents 
Club, and both groups together with the 
Home Office people and Directors will 
have a delayed birthday party. On the 
following day, the members of the Presi- 
dents Club will sail on the Queen of 
Bermuda for a one-week cruise to Ber- 
muda and Nassau. 

Activities in the agency organiza- 
tion have been greatly stimulated bv 
this silver annniversary celebration, and 
it is confidently expected that the com- 
pany will finish the year with well over 
$220,000,000 in force. The hundred mil- 
lion mark was reached in October, 1944, 
and the one hundred fifty million in 
December, 1948. 
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’vE KNowN Charlie Morton for a good 
I many years. We got out of college about 
the same time and worked together over 
at the old Hera/d until Charlie got a job 
as salesman for one of the big companies 
in town and I went into the life insurance 
business. 





I spoke to Charlie about his insurance 
from time to time, and after he and 
Martha Ward got married I talked about 
it often. 

But Charlie had it all figured out, back 
in those days. He’d make a killing in 
business, lay away a whole lot of money 
in a hurry, and that would be that. So he 
just laughed at me and said, “My boy, 
by the time I go we’ll be knee-deep in 
clover. Martha won’t have a thing to 
worry about—not a thing!” 


I spoke to him about his life insurance 
when his son Jimmy was born, again after 
little Sarah arrived and several times after 
that. But Charlie just kept laughing it 
off. After that, all I did was to ask him 
sometimes when we met downtown or at 
the club, “How’s the clover patch coming 
along?” 

And Charlie would say, “Fine, just 
fine!” 


The other day he called me for lunch. 
During the first part of lunch we talked 
about things in general. Then Charlie 
turned to me and said, “Do you realize 
that Martha and I will be married fifteen 
years next week?” I shook my head and 
said it sure didn’t seem that long. 

“No,” he said, “it sure doesn’t.” He 
dropped a lump of sugar into his coffee, 
watched it dissolve and then said, “You 
remember the ‘big killing’ I was always 
going to make? Well, I never made it— 
and with taxes and prices the way they 
are now, it doesn’t look as if I ever will.” 


He smiled a little ruefully and said, 
“Tn short, the clover patch isn’t very lush 
and green at all, and—well, I guess maybe 
I’ve been a little more stubborn about my 
life insurance than I’ve had any right to 
be. So it looks as if you’ve made a sale, 
after all.” 


“I’m glad you changed your mind, 
Charlie,” I said, “because even though 
the premiums will be a little higher now, 
at least you'll have the satisfaction of 
knowing that everything is under control.” 


Charlie laughed and said, “Better late 
than never, I guess.” 














































That was a couple of days ago. Today, 
late and never mean one and the same 
thing for Charlie Morton. 


It seems there’s just enough wrong with 
Charlie’s heart not to have bothered him, 
but to make it impossible for him to get 
any life insurance. The doctor said it was 
something that had probably developed 
during the past two or three years—which 
certainly doesn’t make me feel any better 
about it. 


I’ve been sitting here looking at the 
telephone on my desk, knowing that 
sooner or later I’ll have to pick it up and 
make an appointment to see Charlie. It’s 
notonly having to tell Charlie that’s tough. 
It’s knowing that somewhere along theline 



























Somewhere along the 
line Charlie’s got to tell 
Martha about it... 


Charlie’s got to tell Martha about it... 
knowing that somehow he’s got to find a 
way to makeit up to her and the two kids. 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


—— 


Naturally, names used in this story are fictitious. 








ey 
PPK 




























} | 




















November 14, 1952 





<_ UNDERWRITER 7 





















Dr. George McCreight, 
Barry Oakes Advanced 


BANKERS OF IOWA OFFICIALS 
ie ——— Appointed Medical Direc- 
; Mr. Oakes Promoted to Asso- 


ciate Counsel 








President E. M. McConney of Bankers 
Life of Des Moines thas announced the 
advancement of Dr. George McCreight 
to medical director from associate med- 


ical director and Barry Oakes to associ- 
ate counsel from assistant counsel. 
Dr. McCreight is being 


named to this 





DR. GEORGE McCREIGHT 
position in anticipation of the retirement 
next spring of Dr. A. E. 
president and medical director, who, un- 
til then, will continue to head the de- 
partment. 

Dr. McCreight is a native of 
Moines attended both North 
school and Drake University before go- 


Johann, vice 


Des 
and high 


' 





BARRY OAKES 


ing to Rush Medical School in Chicago 
from which he received his doctor’s de- 
gree. After his internship at St. Luke’s 
Hospital in Chicago, he served as an 
Army doctor during World I. 

Upon returning from the Army, Dr. 
McCreight entered into general practice 
in Des Moines. He has been connected 


with the medical department of the 
company since 1920. He was elected 
assistant medical director in 1935 and 
associate medical director in 1947, 


Mr. Oakes, a native of Texas, received 
his A.B. degree from the University of 
Texas and studied law at Drake Univer- 


sity, the University of California, and 
the Des Moines College of Law, from 
which he received his degree in 1938. 


hat same year he was admitted to the 
lowa Bar ‘and practiced law in Des 
Moines, in association with Herrick, 
Sloan and Langdon, until he joined the 

I for a year. After this he served 
in the Navy for two years. He was 


terminated from service as a lieutenant 
and joined the legal department of the 
1946. He was elect- 
1947, 


company in January, 
ed assistant counsel in 


President Tibbott Names 
LAA Committee Chairmen 


David W. Tibbott, director of adver- 
tising of New England Mutual Life, 
as president of the Life Insurance Ad- 
vertisers announced 
chairmen of committees for LAA for the 


Association, has 


coming year as follows: 
Advertising, Margaret 
Hancock. 
Educational, Charles R. 
Equitable Society. 
Institutional Relations, A. L. 
thorne-Page, Metropolitan Life 
dian Head Office. 
Membership, Loflin E. 
Southwestern Life. 


Divver, John 
Corcoran, 


Caw- 
Cana- 


Harwood, 


Press, Harry Barsantee, Travelers. 
Public Relations, Al. B. Richardson, 
Life Insurance Co. of Georgia. 


Sales Promotion, Edwin P. Leader, 
Bankers Life Co. 
Standards of Practice, 
Jefferson Standard. 
Annual meeting, Ray 
cut Mutual. 
Exhibits, 
National. 


Bob Taylor, 
Berger, Connecti- 


Frank Shoring, Columbian 


Eastern Round Table, Fred Kiefner, 
Provident Mutual. 

North Central Round Table, R. E. 
Templin, Northwestern Mutual. 

Southern Round Table, R. L. Hinder- 
mann, Pan American. 

Archivist, Mary Fishwick, Mutual 
Benefit Life. 


Penn Mutual Has 17% Gain 


With paid business of $30,257,262 in 


October, a 34% increase over the cor- 
responding month of last year, Penn 


Mutual Life is almost certain to set an 
all-time production high in 1952, it was 
announced by President Malcolm Adam. 
For 10 months the company shows a 
17% increase over 1951 and production 
is expected to exceed total 1951 produc- 
tion in November. 


Morgan O. Doolittle, President 











Agents and Brokers Placing . 


Life — Accident-Health — Hospitalization . . . 


Will Have Our Aggressive Cooperation 
in the Closing of their Cases. 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY 


Jamestown, N. Y. 
NEW YORK OFFICE: 60 East 42nd Street 
Peter E. Tumblety, First Vice-President 




















Manhattan Life Raises 
Single Premium Limits 


Larger limits on single premium busi- 


ness, effective immediately, have been 
announced by Manhattan Life of New 
York. The schedule of new limits fol- 
lows: 
Single Premium Annuities on 
AV ONO NEE tas divegcs carese es $100,000 
Single Premium Joint and Sur- 
vivorship Annuities (2 lives) 200,000 
Single Premium Life and En- 
dowment Policies (10 years or 
more)—amount of Single Pre- 
VIAMTINP RIN [5s chin i an eaeewan 100,000 
Combination Single Premium 
Life and Annuity (110 Plan) 
—amount Single Premium. 110,000 
aid in advance to discount fu- 
tUFE< PROMNUINS «<6 s-cioce eee 100,000 


These limits apply in the aggregate, as 
well as to the individual policies or con- 
tracts, and they include any then pre- 
paid premiums ‘and any single premium 
annuities or policies already in force 
with the company. 








years. 


man. 


confidence. 





Wanted 


BROKERAGE SUPERVISOR 


ONE of NEW YORK’S LARGEST and OLDEST 
AGENCIES is looking for a replacement of one of 
its present brokerage supervisors who is resign- 
ing to devote his full time to personal production. 
Agency and Company enjoy highest reputation, 
doing an outstanding brokerage business for many 


This is a marvelous opportunity for the right 
Compensation—salary-plus basis. 


While we hope the man selected will have con- 
tacts of his own, we will turn over to him a sub- 
stantial number of existing accounts. 


Write Box 2127, The Eastern Underwriter, 
93-99 Nassau Street, New York 38, N. Y. State 
age, qualifications, experience in the job, ete. Your 
letter and resulting interview will be treated in 




















National Life Vt. Names 
General Agent at Peoria 





Photo by 
J. ROBERT 


Walden S. 
KETCHAM 


Fabry 


National Life of Vermont has appoint- 
ed J. Robert Ketcham general agent in 
Peoria, his covering 16 coun- 


The 


has two other Illinois general agencies, 


territory 


ties in western Illinois. company 


in Chicago and in Bloomington. 

Mr. Ketcham has been a life insurance 
man in Peoria for eight years, represent- 
ing Mutual Benefit Life for three years 
and New England Mutual for approxi- 
mately five years. By virtue of his high 
volume of life insurance sales, Ketcham 
is a life member of the Illinois Round 
Table. He also holds the National Qual- 
ity Award which is presented by the 
National Association of Life Underwrit- 
ers for superior life insurance sales and 
service. He is a member of the Peoria 
Association of Life Underwriters, Peoria 
Junior Chamber of Commerce and Pe- 
oria Association of Commerce 


Hear John C. Wriggins 


John C. Wriggins, attorney for Mutual 
3enefit Life, was the featured speaker 
at the recent meeting of the Philadel- 


phia CLU Chapter. In his subject “Tax 
Sheltering Effects of Life Insurance as 
an Investment,” Mr. Wriggins pointed 
out, that despite the change in govern- 
ment administration, it seems unlikely 
that there will be an immediate tax 
reduction of any consequence. “For this 
reason,” Mr. Wriggins said, “the life 
underwriter, and his counterparts in the 
banking and investments fields, must be 
in a position to advise their clients what 
are the best money-saving approaches.” 

The next meeting will be held on 
December 18, at which time guest speak- 
er will be A. C. F. egea=ge jr., North- 
western Mutual, who will talk on sales 
procedures, 
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A. J. Woodward Mer. 
Phoenix Downtown Agcy 


FORMER LOS ANGELES MANAGER 





Glenn Larson Succeeds Him at Logs 
Angeles; Was Agency Supervisor 
at Home Office 
Phoenix Mutual Life announces two 
shifts in branch office managerial as- 
signments as of November 1: Albert J. 
Woodward, CLU, is taking over man- 
the company’s New York 
post left vacant 





agement of 
Downtown 


agency, a 





ALBERT J. WOODWARD 


by the recent death of H. M. Parker. 
Glenn R. Larson, formerly manager of 
the Hollywood office, will manage the 
Los Angeles agency. Walter M. Por- 





R. LARSON 


GLENN 


osky, at present a supervisor in the Los 





New Managers Appointed 
By Mutual of New York 


Managerial changes in Wichita and 
Indianapolis were announced by Mutual 
Life of New York. 

Jacob J. Dalke, presently manager of 
the company’s Indianapolis agency, will 
be advanced to head the Wichita agen- 
cy, succeeding Percy G. Gibson. Mr. 
Gibson, a veteran of 28 years service 
with Mutual of New York, has asked, 
for personal reasons, to retire under the 
early retirement provisions of the com- 
pany’s security program. 

Robert C. Thompson, presently a 
member of the company’s field training 
staff at the home office, will replace Mr. 
Dalke as manager in Indianapolis. 

In accepting the assignment as Wich- 
ita manager, Mr. Dalke returns to the 
territory where he started in the life 
insurance business nearly eight years 
ago. He joined the company in 1945, in 
Great Bend, Kan., as a field representa- 
tive of the Wichita agency. Qualifying 
for company honor groups, he became 
one of Mutual of New York’s leading 
underwriters. In 1946 he was promoted 
to assistant agency manager. Two years 
later he was advanced to a home office 
post as a member of the field training 
staff. In 1949, he was appointed to his 
present position as manager of the 
Indianapolis agency. 

Mr. Thompson has been with Mutual 
of New York for six years. He started 
as a field representative of the Chicago 
(Wallace) agency. Establishing himself 
quickly as one of the company’s leading 
field underwriters, he was advanced to 
assistant agency manager in 1948. Two 
years later he was promoted to his pres- 
ent post at the home office as a member 
of the field training staff. 

Mr. Gibson joined Mutual of New 
York in 1924 as a field representative 
of the Milwaukee agency. He advanced 
to supervisory posts with Milwaukee, 
and then in 1937 was promoted to his 
present post as manager in Wichita. 


Shenandoah in Penna. 
The Shenandoah Life of Roanoke, Va., 
into 


will soon expand its operations 
the state of Pennsylvania, it is an- 
nounced by G. Frank Clement, vice 


president and agency manager. 

Mr. Clement said the company has 
just received its license to do business 
in Pennsylvania and that plans call for 
opening the first of five or six new 
branch offices there soon after the be- 
ginning of the new year. 

The company is now licensed to do 
business in 10 states and the District of 
Columbia. 





World War II he rejoined the 
supervisor, and in 1947 
went to the home office where he was 
named supervisor of agencies. Return- 
ing to the field in 1949 as supervisor in 
charge of Chicago Central, he was 
advanced to manager of the Providence 
agency in 1950, and was transferred to 
Angeles in January of this year. 
Mr. Larson joined Phoenix Mutual in 
1945 at St. Paul. In 1947 he was named 
a supervisor and following graduation 
from the home office supervisors’ school 


during 
company as 





Our 55th Anniversary 
NOVEMBER 22, 1952 


"SINCE 1897" 


The Colonial Life Insurance Company 
Of America 


East Orange 





N.Y. STATE EXAMS 


PQ S INSTITUTE OF 


INSURANCE 
NEW YORK e QUEENS 


132 Nassau St. 90-53 Sutphin Blvd. 


INSURANCE COURSE 


Starts Monday, Dec. 1, f. 


‘ 


‘or 
Brokers’ Examination on March 19, 1953 


NOTARY Pustic COURSE 


Starts Wednesday, Dec. 10 
for Examination on Jan. 13, 1953 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Approved by N. Y. State Dept. of 
Education and Department of Insurance 


Write, phone or call for Booklet 


INSTITUTE OF 
INSURANCE 
132 Nassau Street 
New York 38, N. Y. 
Near City Hall 
Tel. COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 





October All-Time High 
For Great-West Life 


Over $24 million of new business was 
placed during October, Great-West Life 
has reported. This is an all-time high 
figure for that month. October was also 
the ninth consecutive month in which 
placed business has exceeded the best 
previous corresponding month. 

For the tenth consecutive month this 
year, Chicago led the entire company, 
unique record of 100 


consecutive months of more than a 
million placed business. Toronto 1 led 
the Canadian branches with a total of 
$1,769,000. 
iG Oe 


establishing the 


sisbee, CLU, Chicago, was the 
leading representative for the month. 
In second place, Louis White, CLU, 
Toronto 1, led the Canadian repre- 
sentatives. 

CEDAR RAPIDS LUTC COURSE 

The Cedar Rapids Association of Life 
Underwriters has established a Life Un- 


New Jersey 











STRENGTH IN NUMBERS 


The Boston Mutual insures 
over 431,000 Policyholders 
through 35 Branch Offices in 
key New England cities. 


JAY R. BENTON, President 











V. D. Wiley’s New Post 


Promotion of Vernon D. Wiley to the 
position of regional supervisor in The 
Prudential’s New England regional 
headquarters at 31 St. James Avenue, 


3oston, has been announced by the 
company. 

According to James E. Rutherford, 
Prudential vice president, Mr. Wiley 


will assist T. Gibson Smith, director of 
agencies, in sales and administrative su- 
pervision of district offices in Maine, 
Massachusetts, New Hampshire, Rhode 
Island and Vermont. The company op- 
erates 27 main and 48 branch district 
offices in that territory. 

Mr. Wiley joined Prudential as an 
agent at Portland in 1942. He was ad- 


vanced to a staff managership in 1949. 
He was transferred to the Newark home 


AN SERRE IM 




















INSURANCE COMPANY 


Angeles agency will be temporarily in was assigned to Kansas City, Chicago, , 
charge at Hollywood. Buffalo, Pittsburgh, Los Angeles and derwriter Training Council course for office in 1951 to assist in the company s 

Mr. Woodward joined the sales staff Hollywood for further field training. In members of the association. Roy E. _ training program for field personnel anc 
of Phoenix Mutual’s Boston office in 1951 he was appointed manager of the Taylor, CLU, is educational chairman. has been active in that capacity until 
1941. Following extended Navy duty Hollywood agency. The course will run until next May. his present appointment. 

o- — 
MUTUALZ LIFE INSURANCE COMPANY MUTUALZ LIFE 
seston, massacauesrTe 





s0STON, massacuuserrs 


MUrray Hill 6-4445 
LIFE 














ANNUITIES 


M. L. CAMPS, 


GROUP 





General Agent 


DISABILITY BENEFITS 





110 East 42nd Street 
PENSION TRUSTS 
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2. FIRST-YEAR DIVIDEND. 

It’s not contingent upon payment 
of second premium. May be taken 
in cash or applied against first 
quarterly premium of second year. 


3. EARLY CASH VALUES. 

Many policies have first-year 

cash values. Income contracts, issued 
at older ages, have cash values 

as early as three months after issue. 





1. WIDE VARIETY 

of contracts available to meet 
any personal, business or pension 
need from age 0 to 70. 





4. LIBERAL CHANGE PRIVILEGE. 
Conversion to higher premium plan 
requires only the payment of 
differences in reserves. Conversion 
to lower premium plan guaranteed 
if insurable. 














5. LIBERAL REINSTATEMENT. 
Within 7 years after lapse— 

and without medical examination 
within 31 days after usual 
31-day grace period. 








6. AUTOMATIC PREMIUM LOAN 
provision available upon written 
request of insured. 


7. AUTOMATIC PAYMENT, 

by accumulated dividends, 

of premiums unpaid at end of 
grace period. 











9. FLEXIBLE SETTLEMENT AGREEMENTS 





























eS 8. PROMPT CLAIM PAYMENT— nee one 10. ALL INCOME OPTIONS 
rs and 2% interest paid on written, including right to leave available on surrender whenever 
in proceeds from date of death to proceeds at imerest, wis full $1000 has been accumulated in cash 
date of payment. or partial withdrawal rights. values and dividend deposits. 
Six options included in contract. 

st 
, i 11. LIFE ANNUITY OPTIONS 12. PROOF OF DEATH 13. DOUBLE INDEMNITY 

The include cash refund and many other requirement simplest in coverage to age 70—not voided 
ional single life options, plus joint the business. by any disability claim. 
enue, and two-thirds survivorship. 

the 
ford, 
Viley 
or of 
e su- 
Laine, 14. CONVERTIBLE TERM— 15. UNPAID PREMIUM BALANCE 16. LOWEST INTEREST CHARGE 
‘hode five- and ten-year term not deducted at death. in the business for quarterly and 
y Op- renewable for successive periods semi-annual premium payments. 
strict without examination. 
s an 
s ad- 
1949. 
home 
any’s ‘ 
l and 17. STRONG FINANCIAL POSITION 
until Th lf 

of company, and an outstanding 0€ 

aisle record of earnings reinforcing its 








liberal dividend policy. 


THE COMPANY THAT 








Life Insurance Company of Boston 


FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
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Manager at Indianapolis 
For Provident Mutual Life 

























































RICHARD M. MUELLER 


Provident Mutual Life has appointed 
Richard M. Mueller, manager at In- 
dianapolis, succeeding Wendell Barrett, 
who is relinquishing managerial duties 
to devote full time to personal produc- 
tion. 

Mr. Mueller is a graduate of Indiana 
University where he received his B.S. 
in business administration. He has been 
in the life insurance business for a num- 


ber of years and comes to Provident 
Mutual from the Prudential, where he 
has made a fine record in sales and 


agency management. 


E. L. Horton Manager at 
Charlotte for Prudential 


Appointment of Edward L. Horton as 
manager of the Charlotte agency of 
The Prudential has been announced by 
Sayre MacLeod, company vice president. 

Mr. Horton replaces Edgar L. Laney 
who resigned the Prudential manager- 
ship three months ago. Since that time, 
the agency has been under the tempo- 
rary supervision of Lucian A. Peacock 
who now takes up his permanent assign- 
ment as manager at Raleigh. 

According to Mr. MacLeod, Mr. Hor- 
ton will immediately inaugurate an ex- 
pansion program which is expected to 
result in a substantial increase in the 
size of the agency and its operations 
throughout western North Carolina, 

At the present time the organization 
consists of 18 agents and two assistant 
managers. In addition, a considerable 
volume of insurance is written through 
independent insurance brokers. Offices 
are maintained in Winston-Salem and 
Asheville as well as agency headquar- 
ters at 305 Johnston Building at 212 
South Tryon Street. These offices now 
service more than $28,800,000 insurance 
in force under some 6,100 policies. 

Mr. Horton takes over the Charlotte 
managership after extensive Prudential 
experience both in the field and the 
home office. He joined the company 
immediately after being graduated from 
the University of Missouri in 1939, He 
was first an agent at St. Louis but this 
career was interrupted by his World 

far II service as an infantry officer 
in the Philippines and a 3l4-year term 
as a Japanese prisoner of war. Before 
his capture, however, he had won both 
a Purple Heart and a Silver Star with 
cluster. 

After the war he resumed his work 
as a Prudential agent and a short time 
later was advanced to an assistant man- 
agership. From this job he was pro- 
moted to a training post in the home 
office and, subsequently, a_ regional 
managership. It is from this supervisory 
work that he now goes to Charlotte. 


Michael P. Coyle Addresses 
Gilbert V. Austin Agency 


Michael P. Coyle, of the Harry Kuesel 
Phoenix Mutual Life, New York 
City, addressed the members 
of the Gilbert V. Austin agency, Aetna 
Life, Brooklyn. Mr. Coyle, who is a life 
member of the Million Dollar Round 
Table, had for his topic “How to Sell 
150 Policies a Year.” 

Mr. Coyle has been in the insurance 
business seven and one-half years, all 
with the Phoenix Mutual, and has paid 
for over a total of ten million dollars 
of business during that time. In _ his 


agency, 
recently 








talk Mr. Coyle stressed the value of 
referred prospect leads and of getting 
the prospects’ confidence and friendship 
in the first few minutes of the interview. 
He closes about 90% of his business on 
the first interview, most of it on binder. 
Mr. Coyle also uses a modified program- 
ing technique which assists him to close 
in the first interview. 

The Austin agency, now in its 23rd 
year, has been one of Aetna Life’s lead- 
ing agencies, having won the company’s 
President’s Trophy in 1932, 1949 and 
1951. For 1952 the agency has already 
exceeded the paid volume and premiums 
secured by it in all of 1951, which was 
also an outstanding year. 








Equitable, Ia. School 


Thirty-four field underwriters from 25 
agencies of Equitable Life of Iowa at- 
tended the 37th semi-annual Home Of- 
fice School of Instruction and Review 
in Des Moines last week. Qualification 
for attendance at such schools is limited 
to those field underwriters who have 
fulfilled certain volume, premium and 
educational requirements. The school 
was under the general supervision of 
Earl E. Smith, assistant agency vice 
president, and Wilson L. Forker, field 
training supervisor, with instructors 
made up of members of the home office 
staff 











There's nothing 








CONVERTIBLE 


arrangements. 


income payments 


or Retirement. 


“ordinary” about 


at any time, with cost paid... in lump sum — 
after three years cost is difference in reserve 
plus 3%, or... with the cost apportioned over 
the remaining premium paying period. Ex- 
ample: $10,000 issued age 25, premium $207.10. 
Age 50, convert $10,000 to Endowment at 65. 
Premium for next 15 years $381.50. No lump 
sum payment; premium includes Cost of change. 


SETTLEMENT OPTIONS 


flexible to accomplish every purpose of the 
owner ... Cash Values may be placed under 
option after policy is in force five years... 
Proceeds under Interest Option may be left 
with right later to elect another Option .. . Life 
Income Option available with or without 
stipulated installments, and many other flexible 


BUSINESS INSURANCE 


Our unique use of optional methods of settle- 
ment in business insurance makes possible 


... to fund retirement of insured Key-man... 
to continue income of deceased business asso- 
ciate to his widow . . . or to provide income 
instead of cash payment in Stock Purchase 





ORDINARY 
LIFE 


to corporations or persons 

















MASSACHUSETTS MUTUAL ORDINARY LIFE . . . issued ages 0-70 . . . minimum amount $2,000 ... decreasing term riders may be added... 
disability income $10 monthly . . . Reduced Paid-Up or Extended Term participating .. . may be reinstated within 62 days after premium due 
date without medical examination . . . impaired risks to 500% of expected mortality . . « 
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VTA LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


ted for them. 
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Not Man-Eaters; 
Just Folks : 
Who Want Their 
Men to Eat Well 


Sas vail cans IN RS 














Ir is not our aim to find and recruit a lot of men into the life insurance 
business in the hope that some of them will succeed. In fact, for a 
number of years we have restricted the appointment of new men in 
any given community to the number we can adequately serve and train. 


CURRIN outers Fewest 


This is not just a sentimental policy. Experience has shown that the 
number of men we place under contract has little to do with our 
results. It is the kind of men that counts. Indeed, our records show that 
no matter how many men of all kinds we start, the good ones who 
belong in the business get 80% to 90% of the total production and the 
others do not produce enough to pay for our time, trouble, and 
expense. 








Of course, we are not the only ones who benefit when we emphasize 
the kind of men rather than the number of men. Average first year 
earnings of our new men have multiplied several times since we began 
this policy. But it goes without saying that men who eat well and 
regularly are also the kind of men who help us to accomplish our 
objectives. 


Many good companies are working hard at the problem of careful 
selection, and are making progress at it. That is progress in the right 

direction. For we believe that by trying to select a few “‘right’’ men, with 
a minimum of ‘‘wrong” men who leave the business, we can be 
better neighbors in the communities in which we operate and better 
ambassadors of the life insurance business. 








NORTHWESTERN -Valtonedl LIFE a 
) OF MINNEAPOLIS . 


One of America's great life insurance companies 
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LAA Workshop Workshop Chairman 


(Continued from Page 1) 











office operations and removing bottle 
necks in departments, if any. 

The opening speakers this week were 
Chairman Noyes, and H. G. Kenagy, 
Mutual Benefit. The next speaker on 4 complete personal protection plans ARE specific — more 
the program was Henry F. Obermeyer, ; 
vice president of Bozell & Jacobs, pub- 4 specific; in sales appeal and in coverage. One reason— 
lic relations concern. Another from out- . 
side of the insurance business was John d 
Shaw, assistant vice president, American «- Be 4 % 

Telephone & Telegraph Co., which has ees , 
one of the largest lists of stockholders ; p “3 we 
of any corporation in America and who . - Pacific 


discussed how the relationships between 


A. T. & T. and its shareholders and : ™. 
clients are cemented. : late =a 


Reeves Discusses Surveys 

At the Monday afternoon session with ’ “ LIFE INSURANCE COMPANY 
Burton Brown, Home Life, as chairman, ; HOME OFFICE=—LOS ANGELES, CALIF. 
Mr. Kenagy monitored a discussion as to Doing business through General Agencies 
what are the objectives in policyholders’ es in 41 states and the District of Columbia 
relations? He was followed by Clifford 
B. Reeves, vice president, Mutual Life 
of New York, who said that nothing in 
life insurance is proving of more impor- 
tance than winning the confidence of 

olicyholders. If they are satistied with : ious : aes : ' ’ : : ; . 
I C. RUSSELL NOYES ing, the subject of policy forms was the At a_session over which Donald 
their contracts and the way they are be- fa tak Sy Tinie Stalibie : : : : 

: ; A - “sig “me ( a talk , > > M: >, ss 7 — . may Pr walaes ‘ 
ne carried out the institution of life eae ) edie see ML ke Barnes presided, policyholders’ relations 
4 rl ce * < oO y « oO owmELS q al, ; 
insurance need have little worry about tant things to find out is whether a ; shag 6 iis an hie cine OF 
its future, but if not satisfied there is company can improve its correspond- —— to) itm : life ‘pedltoaetitoe ee Harry Krueger, general agent, New 
; : : ; : Snes S > of Life Insurance, wz ) yo 4 
trouble ahead. In his opinion life com- ence. When a_ policyholder writes in Barnes, Tnstitute Rear : 4 Nortt M 
. 1 - . Pa TS ee Streamlining the Policy Contract. York, orthwestern utual From 
panies ’ aad be constantly vigilant in about a change of beneficiary or asks : : 

‘aes ee. sy Sonar ghee ee é ae Be ; . . standpoint of the home office Frank Ma- 
ascertaining public’s reaction to life in- similar information delays in writing the Financial Writer Talks | 1 \ Jol 
surance. But it must learn what that answering letter can only prove damag- rer, second vice president, John Han- 

. . . - : : . ; On Wednesday morning, Mr. Cefola cock, spoke on this subject, while the 
attitude is In response to inquiries ing. ada Spee ’ ‘ene Die aes - OF; 
. : : : Ys presiding, policyholders’ relations ideas cashier’s role was explained by Olin J, 
about his own company he explained Company correspondence was also dis- ; a ae, Salas Acrbecge Pies ; i pa ee : 
. . ; . "1 D> oN ; which click was theme of discussion. Budd, assistant comptroller, Phoenix 
surveys which it has made and which cussed by Kermit Rolland of New York : : s : oe 
have resulted in improved relation Life, at the Tuesday morning session Norman Stabler, financial columnist, — Mutual. 

lave res te¢ O ( elatic 3. Cc, 4 Se , r me c . ’ . 

7 I ; 2 . : New York Herald Tribune, told of the Policyholders’ relations through home 
These surveys take numerous forms and presided over by Mr. Noyes. Carl V. : = : : : nc cesabiahed thee ‘ah Sgieas tal 

rg eT Clee necessity of keeping policyholders in- office contacts was also topic of a talk 
are not simp re confined to interroga- Cefola, Mutual Life of New York, had ecret ; Rote Wb oe : 

: 5 : aie formed about the operations of the car- by James M. Fyfe, Metropolitan Life, 
tions of the insured by questionnaire. as topic of a paper, “Uncovering and aah, SALT NOEs: ai } = 
( ieee . ) - pee gy rier companies. Preparation of policy- with Mr. Noyes presiding at the dis- 

Jperations of all agonal of the com- Handling Policyholder Complaints. : aight erates , et 

yany, both in home office and the field At the Tuesday afternoon session, W holder reports was discussed by A. H. cussion. 

any, otmn ) offi id, y Ss se * orse_* 7 , cf ¥ . . 
be, Thiemann, New York Life. (Continued on Page 11) 


are reviewed. One of a | most impor- L. Camp of Connecticut Mutual presid- 


well-balanced 


alanced company is, we believe, a company 





they include ACCIDENT & SICKNESS DISABILITY INCOME. 











through field contacts were discussed by 





mo GUARDIAN overs som 


COMMERCIAL AND NON-CANCELLABLE 
PARTICIPATING ACCIDENT 
AND HEALTH POLICIES 








> 
= 


un = A: 


A complete and modern line with 


these attractive selling advantages: LIFE 
a ACCIDENT 
Annual Dividends. AND HEALTH 


10% increase in benefits for annual \|suanoian)): 


premiums, 5% for semi-annual. ae oe 


. . whose financial position is strong 
.. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 
. whose policy contracts include all funda- 
mental coverages... 


. whose contributions to its industry have 
been recognized as outstanding 
; whose growth has been steady and uniform 
Send for busi- . . whose size is sufficiently large to assure 
No reduction in benefits at older ages. ness-buildingsales | confidence and prestige 
kit. Contains ex- | ... Whose management, nevertheless, has 

planation of all never lost the common touch with agent 
coverages, plus | and policyholder 

competitive ad- | . whose reputation as a friendly company 
vantages of | has been consistently upheld 
ag se | 3 Fidelity is a well-balanced company 

card and classifi- 

cation of risks, 


VESTED COMMISSIONS PLUS a eeceni ietins. The 
PERSISTENCY COMPENSATION. ff applications and 
FIDELITY MUTUAL 


miniature policies. 


A MUTUAL COMPANY 
THE GUARDIAN tite insurance Company OF AMERICA gartebricapeicireiniitiondinge 


50 Union Square, New York 3, N. Y. PHILADELPHIA © PENNSYLVANIA 


Or 





SS 
. : : fe Ric 
No increase in renewal premiums ait 


at older ages. 


Worldwide coverage. 


All passenger air travel covered 
—including non-scheduled air flights. 


Liberal definition of Total Disability. 
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Postal Elated Over 
Newspaper Ad Series 


WON LAA EXCELLENCE AWARD 





“Pilot” Campaigns Conducted in Roches- 
ter and Stamford Featuring General 
Agents Hamill and Breslaw 


The Postal Life of New York is 
elated over the favorable response to 
a series Of human interest newspaper 
ads which have been running since last 
February in Rochester, N. Y., and Stam- 
ford, Conn., and which are regarded as 
part of a new trend in life company 
advertising. 

The new ads feature large, human in- 
terest shots of policyholders and agents 
in pictures which depict the living values 
of life insurance. In recognition of their 
usefulness the Life Advertisers Asso- 
ciation at its recent Montreal meeting, 
gave the Postal Life ads an award of 
excellence. Furthermore, the LAA Bul- 
Ictin devoted a page to the plan, de- 
scribing it as being a “concentrated 
campaign of display advertising plus 
smartly handled tie-in publicity.” 

The Prudential, Sun Life of Canada 
and Great American Reserve of Dallas, 
Tex. have used this advertising ap- 
proach and the trend which is away 
from the stuffy annual statement tvpe 
of ads is growing. Specifically, the Pos- 
tal’s objective is to sell local people on 
their local insurance problems and on 
the services performed by agents of 
their community. 

Roy A. Foan’s Observations 

Roy A. Foan, vice president and di- 
rector of agencies of the Postal Life, 
sums up this trend by observing: “Peo- 
ple are normally interested in local 
people, and when this interest has been 
coupled with the human qualities of life 
insurance, an interesting and effective 
ad results.” 

It is further noted that the Postal 
has given its advertising campaign sev- 
eral important twists by building up a 
considerable number of publicity angles. 
The entire effort is backed up by a 
strong direct mail program, the think- 
ing on this point being that the news- 
paper ads represent “scatter-gun” ad- 
vertising while the direct mail follow-up 
to brokers and prospects is the “pin- 
pointing” that is so helpful in closing. 
The direct mail support, the Postal 
says, also gives the agent an incentive 
to call on people as a tear sheet of an 
ad is enclosed with the letter, and each 
ad hits a specific need. 

Another appeal is that something free 
is offered in each ad, such as a Social 
Security slide chart, a booklet on busi- 
ness insurance, or a budgeteer. The lat- 


LAA Workshop 


(Continued from Page 10) 





A luncheon to conclude the conference 
had as its speaker, David W. Tibbott, 
New England Mutual Life, and_presi- 
dent of Life Insurance Advertisers As- 
sociation. 

Participants in Informal Discussion 

Among those participating during the 
week in the informal discussion of this 
Workshop, were the following: 

Donald G. Abott, New England Mutual. 

Warren T. Blease, Connecticut Mutual. 

J. J. D. Brunke, Mutual Life of Canada. 

John A. Buckley, Guardian Life. 

William W. Cary, Northwestern Mutual. 

J. J. Freeman, Pilot Life. 

Seneca M. Gamble, Massachusetts Mutual. 

Ralph L. Gifford, John Hancock. 

Clyde B. Gordon, Monarch Life. 

J. Leslie Harries, Sun Life of Canada. _ 

James Hill and Edwin Scythes, Metropolitan. 
Joseph M. McCarthy, Union Labor Life. 

Harry E. Belson, Life & Casualty Co. 

V. A. Neville, Great-West Life. 

Everett, O’Brien, State Farm Life. 

Hess T. Sears, Equitable of Iowa. 

G. L. Soelter, Southwestern Life. 

Arthur W. Thiess, Minnesota Mutual. 

Marion A. Watson, Penn Mutual. 

William S. Weier, Prudential. 

John F, Wiseman, Indianapolis Life. 


On committee of arrangements were 
William Heimburg, New York Life, 
chairman, and Russell Blanchard, Paul 
Revere Life. 


ter was the most popular in the Stam- 
ford campaign. 
Bruce Robinson Describes Campaigns 
The American Newspaper Publishers 
Association, which has made film slides 
of the Postal campaign and is showing 
them countrywide to its member sub- 
scribers and to institutional groups, 
makes the following comment on the 
Stamford and Rochester series through 
3ruce Robinson, one of its account ex- 
ecutives, who gave a talk on the subject 
at the recent convention of New York 
State Savings Bank Association: 

“The campaign opened with a large 
story of the principals of the agency 


reviewing the program with home office 
executives and stating why the _ local 
paper was chosen for a ‘pilot’ test. 
Thus things started off in a spirit ot 
civic pride. The ads were run in a series 
of 13, covering three months. The direct 
mail campaign was built around each 
ad with reprints and tear sheets included 
in the letters. These aroused interest 
and curiosity and tied-in the letters 
more closely with the ads. Reprints of 
the publicity stories were mailed to bro- 
kers. Letters were sent to brokers sug- 
gesting ways that they could profit from 
the ads by placing business with Postal 





“Most phenomenal part of the entire 
campaign was in Rochester. When Pos- 
tal’s general agent, James H. Hamill, 
ran a small series of want ads in the 
paper with no cross reference to the 
larger ads, 136 men responded. From 
these he selected eight.” 

The campaign has been under the 
personal supervision of Roy A. Foan, 
assisted by Paul Duling, director of 
sales promotion, Mr. Hamill and Mii- 
ton Breslaw, general agent in Stamford. 
Postal Life, according to Mr. Foan, 


Life. 


plans to continue to use its successful 
formula in other cities. 












“DIVIDENDS | 
/ INCREASED 








SIR PLUS ..,.... 


CM has increased its dividends for 1953, the 


sixth time in 10 years. 


In addition, the Company will continue to pay 


8%4% on optional settlements and 3% on dividend 


accumulations. 


A Good Company for YOUR Surplus 


Low net cost * Wide range of contracts, 0-70 * Sub- 
standard to 500% * Limits $250,000 * Pension Plans 


Facts, Figures, Proposals gladly furnished. 


Phone or write our nearest office. 





She 


over’ 


~ 
1ooy 


Wuudual 


LIFE INSURANCE COMPANY + Narifferd 


CONNECTICUT MUTUAL GENERAL AGENCIES 


Albany 1, N. Y., James T. Purves, 75 State St. 
Albuquerque, N. M., Timothy B. Ingwersen, 
121 East Tijeras Ave. 
Atlanta 3, Ga., P. L. Bealy Smith, 
_Citizens & Southern Bank Bldg. 
Baltimore 1, Md., Thomas W. Harrison, Jr., 
_ 307 North Charles St. 
Birmingham 3, Ala., Stewart H. Welch, Jr., 
Brown-Marx Bidg. 
Boston 9, Mass., Winslow S. Cobb, Jr., 50 Congress St. 
Boston 9, Mass., Rob’t. B. Whittemore, 82 Devonshire St. 
Bridgeport 3, Conn., Harry E. Duffy, 
Bridgeport-City Trust Co. Bidg. 
Buffalo 2, N. Y., Jack O'Bannon, Liberty Bank Bldg. 
Charlotte 2, N. C., Philip F. Howerton, Johnston Bldg. 
Chicago 3, Ill., Robert E. Florian, 39 South LaSalle St. 
Chicago 2, Ill., Henry C. Hunken, 1 North LaSalle St. 
Chicago 3, Ill., James F. Ramsey, Field Bldg. 
Cincinnati 2, O., James H. Farrar, Carew Tower 
Cleveland 14, O., Harry H. Kail, Leader Bldg. 
Columbus 15, O., Victor K. Miller, Beggs Bldg. 
Dallas 1, Tex., Everett F. White, 107 North Field St. 
Davenport, Ia., Paul C. Otto, Davenport Bank Bldg. 
Decatur, Ill., W. Robert Moore, Citizens Bank Bldg. 
Denver 2, Colo., Norris E. Williamson, 
U. S. National Bank Bldg. 
Des Moines 9, Ia., Sherry R. Fisher, Fleming Bldg 
Detroit 26, Mich., Charles E. Stumb, Nat'l Bank Bldg. 
Erie, Pa., James J. Reid, Palace Bldg. 
Fort Worth 2, Tex., Thomas N. Moody, 
W. T. Waggoner Bldg. 
Grand Rapids 2, Mich., Herbert C. Remien, 
Association of Commerce Bldg. 
Harrisburg, Pa., Joseph J. H. Richter, Jr., 
ayne-Shoemaker Bldg. 
Hartford 3, Conn., Ralph H. Love, 75 Pear! St. 
Houston 2, Tex., The Shepherd Agency, Esperson Bldg. 
Huntington 9, West Va., R. Homa Houchin, 
_ First Huntington Nat'l Bk. Bldg. 
Indianapolis 4, Ind., Claude C. Jones, Circle Tower 
Jacksonville 2, Fla., Victor W. Wilson, Lynch Bldg. 
Kansas City 6, Mo., Edward B. Bates, 
1016 Baltimore Ave. 
Knoxville 02, Tenn., Harry M. Watson, 
Hamilton National Bank Bldg. 
Long Beach 12, Calif., C. Carter Schneider, 
F. & M. Bank Bldg. 
Los Angeles 5, Calif., Melzar C. Jones, 
3440 Wilshire Blvd. 
Los Angeles 17, Calif., William H. Siegmund, 
609 South Grand Ave. 
Louisville 2, Ky., Moss & Moss, Starks Bldg. 
Memphis 3, Tenn., A. V. Pritchartt, Sterick Bldg. 
Miami 32, Fla., F. R. Anderson, Pan American Bk. Bldg. 
Milwaukee 2, Wis., Kenneth W. Jacobs, Bankers Bldg. 
Minneapolis 2, Minn., Frank J. Lynch, 
Northwestern Bank Bldg. 
Nashville 3, Tenn., Norris Maffett, 814 Church St. 
Newark 2, N. J., Edward C. Jahn 
The Commerce Court Bldg. 
New Orleans 12, La., Thomas F. Barrett, Jr., 
Pere Marquette Bidg. 
New York 6, N. Y., The Fraser Agency, 
J. M. Fraser, G. A., 149 Broadway 
New York 17, N. Y., Paul L. Guibord, 6 E. 45 St. 
New York 17, N. Y., Horace S. Jenkins, Jr., 17 E. 42 Se. 
New York 17, N. Y., Halsey D. Josephson, 527 5th Ave. 
Norfolk 10, Va., D. Conrad Little, Royster Bldg. 
Oakland 12, Calif., James L. Taylor, 1404 Franklin S¢. 
Oklahoma City 2, Okla., Robert H. Carter, 
Petroleum Bldg. 
Omaha 2, Neb., Paul C. Kaul, 405 S. 16th St. 
Peoria 2, Ill., Chester T. Wardwell, Cent. Nat'l Bank Bidg. 
Philadelphia 3, Pa., John C. Knipp, Jr., Architects Bidg. 
Philadelphia 3, Pa., Vernon S. Mollenauer, 
1616 Walnut St. 
Pittsburgh 19, Pa., Robert N. Waddell, Koppers Bldg. 
Portland 3, Me., Richard M. Boyd, 415 Congress St. 
Portland 4, Ore., The Merrifield Agency, Equitable Bldg. 
Providence 3, R. L., Walter K. R. Holm, Jr., 
Industrial Trust Bldg. 
Raleigh, N. C., William T. Beaty, Security Bank Bldg. 
Richmond 5, Va., J. Robert Nolley, Insurance Bldg. 
Rochester 4, N. Y., Robert M. Williamson, 
Lincoln-Alliance Bank Bldg. 
Rockford, lil., Francis P. Beiriger, 
Rockford News Tower 
Rutland, Vt., William C. Shouldice, Mead Bldg. 
St. Louis 5, Mo., Jack Hensley, 1A So. Meramec Ave. 
St. Louis 1, Mo., Stratford Lee Morton, Arcade Bldg. 
St. Paul 1, Minn., Joseph A. Diefenbach, 
Pioneer Bldg. 
Salt Lake City 1, Utah, Max S. Caldwell, Judge Bldg. 
San Antonio 5, Tex., G. Archie Helland, 
Frost National Bank Bldg. 
San Diego 1, Calif., Alpheus J. Gillette, 
1407 Sixth Ave. 
San Francisco 4, Calif., Edward H. Dieckhoff, 
315 Montgomery St. 
Seattle 1, Wash., Edward U. Banker, 
1411 Fourth Ave. Bldg. 
South Bend 9, Ind., P. A. Hummel, 527 Sherland Bldg 
Spokane 4, Wash., Thomas R. Carey, Med. Cent. Bldg 
Springfield 3, Mass., Wallace C. Brunner, 95 State St. 
Syracuse 2, N. Y., Limon E. Stiles, Heffernan Bldg. 
Toledo 4, Ohio, Floyd A. Rosenfelt, Martin Bldg. 
Utica 2, N. Y., Frank H. Wenner, 
Utica Gas & Electric Bldg. 
Washington 5, D. C., John Lister McElfresh, 
Woodward Bldg. 
Wichita 2, Kan., O. Lynn Smith, 
Wheeler-Kelley-Hagny Bldg. 
Wilkes-Barre, Pa., Frank Carlucci, 44 West Market St. 
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Bernard S. Bergen, President of 


Mutual Trust General Agents Ass’n 


Bernard S. Bergen, of the Bergen- 
Eiber agency, Mutual Trust Life, Brook- 
elected president of the Gen- 
eral Agents’ Mutual 


Trust Life, at a recent two-day meeting 


lyn, was 
Association of 


at the Edgewater Beach Hotel, Chicago. 
He succeeds Harry D. Fagin, CLU, De 
catur, Ill. Other officers are Harold A. 
Rapalee, Elgin, Ill, first vice presi- 
dent; Jerome O. Ware, Milwaukee, sec- 
ond vice president; Leon W. Boulais, 
Worcester, Mass., 
Directors elected were Roy E. 
Sumner, Ia.; M. O. Solberg, Eau Claire, 
Wis.; and Arthur L. 
York. 


secretary-treasurer. 


Pease, 
Tiedemann, New 


Agency Building Seminar 
The first day of the meeting was de- 
voted to a seminar on agency building. 
Shirley Clark, Cedar 
Rapids, Ia., keynote speaker, pointed out 


general agent, 
that the rural approach to the recruiting 
and training of new men was not much 
different from the urban approach. He 
said that the fact that agents in rural 
areas were scattered made an agency 
meeting and training session an event 
which the agents look forward to at 
tending. He also emphasized the impor- 
tance of extending service to men after 
they have been trained, which, he said, 
is even more important than the basic 
and intermediate training courses. 
“Teaching men to preserve business,” 
Mr. Clark said, 


as teaching men how to write business, 


“is just as important 


and keeps renewal income at a_ high 
level.” 

Lester I. Lester, one of the company’s 
New York 


City, discussed his experience with the 


leading general agents in 
Mutual Trust since the time, about 12 
years ago, when he was the pioneer 
general agent for the company in New 
York; and he cited his methods of bro- 
kerage production, “which,” he said, “is 
the reason for his success in a large 
metropolitan area.” 


Harold 


Chicago, 


Heyward, general agent in 


stressed “keeping enthusiasm 
high” as one of his methods of succes- 


building. Mr. 


likened himself to 


ful agency Heyward 
a minister, and_ said, 
“preach the gospel of insurance like the 
minister preaches religion. Get the man 
on fire and keep him constantly en- 
thused.” 

William North, Chicago manager for 
the New York Life, was the 
speaker at the first day’s afternoon ses- 
sion. In order to build a_ successful 
agency Mr. North said that it is neces- 
sary to “know the potential of your 
area, and the present potential of your 
agency force. 

“If you discuss your plans and objec- 


guest 


tives with the men you have,” said Mr. 
North, “you will find that their assist- 
ance is invaluable.” “You cannot make 
an agent produce, nor can you make him 
work,” said Mr. North, “all you can do 
is help him. A manager or general 
agent cannot hope to be successful if 
he does not create success atmosphere 
and a positive attitude. Organization of 
agency plans which are understood by 
the agents is the foundation of success- 
ful agency building. 

Interviews, not calls, is what Mr. 
North stresses with his agents. Con- 
cluding he said, make the business fun, 
enjoy what you are doing, and give 
your men the prestige and recognition 
they should have. This is one of the 
greatest motivating factors for getting 
successful action. 

The concluding session of the meeting 
on the first day was a panel on agency 
building during which Arthur L. Tiede- 
mann, New York City, acted as moder- 
ator. The first panel speaker was Wil- 
liam Groff, Boston, whose topic was 


“The Acquisition of Brokerage and Sur- 
plus Business.” Mr. Groff said that he 
uses a pre-approach letter to all pros- 
pective brokerage and surplus writers 
and that he personally calls on these 
brokers several days after they have 
received his letter. “In Boston,” said 
Mr. Groff, “we have a directory which 
indicates the name of the agents or 
brokers primary insurance company, 
and in many cases,” said Mr. Groff, “I 
can offer these prospective brokers and 
agents, a service or a plan of insur- 
ance which their primary company does 
not sell.” Leon Boulais, Worcester, dis 
cussed “Building Up Morale of Agents.” 
The use of anniversary and_ birthday 
greeting cards and inviting your agents 
to your home to spend a social evening 
on frequent occasions, tend to build up 
a rapport between the agent and the 
general agent, to such extent that lov- 
alty is never questioned. “A friendly 
agent is a good agent,” concluded Mr. 
Boulais. 

“Personal production is a must for 
General Agents,” was the theme of the 
talk given by Logue Earland, Kankakee, 
Il. Mr. Earland said that if you can 
show your men that it is easy for you 
to function on the firing line as a per- 
sonal producer, that your agents will 
respect your advice as_ practical and 
meaningful. 
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Concluding panel speaker was Carl 
Homann, Madison, Wis., who discussed 
the subject of “Fulltime Agents.” Mr. 
Homann attributes the success of his 
agency to the fact that he at all times 
strives to give his agents and_ brokers 
the “best service in town.” “One of 
my prime objectives,” said Mr. Homann, 
“is to make each and every agent asso- 
ciated with me a programming expert 
within one year after the date of his 
contract with the agency. I am a firm 
believer in joint work, and it is not 
unusual for me to be out in the field 
every day with at least one of my 
agents. Much of the training my agents 
receive,” said Mr. Homann, “is the train- 
ing they receive when I am out with 
them doing joint work.” 

Newly elected president, Bernard S. 
Bergen, after accepting the gavel of his 
office, outlined his plans for the coming 
administrative year. He reviewed the 
progress of Mutual Trust Life during 
the year and called attention to the 
achievements of the company which 
included an increase in dividends, lib- 
eralization of underwriting practices in 
connection with men in the armed serv- 
ices, and the reentry of the company 
into the disability income field. 

Mr. Bergen concluded the session at a 
luncheon, during which time the mem- 
bers of the association presented out- 
going president Harry D. Fagin with a 
eift as an expression of appreciation. 


Guarantee Mutual Gains 

New poid life insurance in Guarantee 
Mutual Life, Omaha, during October ex- 
ceeded by 84.2% business paid for dur- 
ing October of 1951. When making this 
announcement, George L. Hamlin, CLU, 
agency vice president of the company, 
reported that October, 1952, recorded the 
highest month’s business for any month 
in the company’s 51 year history with 
the exception of October, 1946. 

Also during October the accident and 
sickness department registered an out- 
standing gain of 107% over the same 
month of 1951. 
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Maryland General Agent 




















JOHN J. GALLAGHER 


Appointment of John J. Gallagher as 
general agent for United States Life in 
Silver Spring, Maryland, was announced 
by R. W. Staton, superintendent of 
agencies. 

3orn in Washington, D. C., Mr. Galla- 
gher attended St. John’s College from 
which he was graduated in 1940. He 
then served with the Army and Navy 
Air Forces. A commercial airline pilot 
from 1946 to 1949, he began his life in- 
surance career as an agent in Maryland 
with John Hancock. In 1951 he joined 
the Pacific Mutual Life as a supervisor. 

Mr. Gallagher is a member of the 
Elks and Junior Chamber of Commerce. 


Boston Mutual District 
Management Staff Changes 


President Jay R. Benton of Boston 
Mutual Life, announces the following 
changes and promotions in the district 
management staff of the company. 

John J. Quinn, manager of the Salem 
district since 1936, was transferred to 
the Dorchester district where he suc- 
ceeds the late Talcott Burgess. Foster 
F. Allen, manager at Manchester, N. H., 
replaces Mr. Quinn in Salem; and Al- 
fred G. Jacobsen, Jr., assistant district 
manager in Manchester, moved up to re- 
place Mr. Allen as district mananger. 

Henry L. Horan, manager of the Paw- 
tucket, R. I, district for 21 years, be- 
comes the new manager of the Provi- 
dence district where he will succeed the 
late Ambrose F. White. Benjamin M. 
Greene will transfer from district mana- 
ger at Framingham to district manager 
at Fitchburg to fill the position left va- 
cant by the passing of Morris L. Gold- 
man. Joseph G. Glynn, Jr., assistant 
district manager at Fall River, has been 
promoted to district manager at Paw- 
tucket, R. I.; and Viateur B. Lagueux, 
assistant district manager at Lewiston, 
Me. has been promoted to district 
manager at Framingham, Mass. 


Awarded CLU Diplomas 


_At a luncheon meeting of the Newark 
CLU Chapter, held recently at the 
Robert Treat Hotel, diplomas were 
awarded to 20 successful candidates who 
recently passed the course of studies 
Prescribed by the American College of 
Life Underwriters for the attainment 
ot the CLU designation. 

Harold M. Stewart, CLU, executive 
vice president, Prudential, and trustee 
ot the American College of Life Under- 
Writers made the presentations and in 
his remarks charged the recipients to 
uphold the responsibility which the de- 
gree places upon them. 


Connecticut Mutual Life’s 
Analysis of Its Policies 


An analysis of the policies written by 
Connecticut Mutual Life reveals that 
business insurance accounts for 19.1% 
of the total life insurance placed dur- 
ing the first nine months of this year 
while employe insurance, including pen- 
sion trusts, profit-sharing trusts and 
salary allotments accounts for 11.4%. 

In another study made of the com- 
pany’s new business added during the 
first seven months of 1952, it was found 





that 718% of the total new business 
was on plans providing insurance for 
the whole of life. The various forms of 
endowment accounted for 14.9% of the 
business, 6.5% of which was on retire- 
ment income plans. Term insurance ac- 
counted for 12.8% of the volume. The 
analysis also showed that 20% of the 
policies and 9% of the amount of insur- 
ance were on the lives of women. 

The average size policy written dur- 
ing the first seven months was $6,493, 
the highest in company history. Last 
year the average size policy was $6,467 
and in 1950 it was $5,947. 








HONOR ANTHONY PETERS 

Anthony Peters, Utica, N. Y., district 
manager of the John Hancock, was hon- 
ored at a recent dinner party marking 
his 25th anniversary with that company. 

Managers and home office officials 
from various cities attended the party. 
Malcolm C. Young, vice president and 
Thomas Egan, regional supervisor, were 
principal speakers. Mr. Young pre- 
sented Mr. Peters with a 25-year gold 
ring and a certificate. 
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been introduced to our career associates. 


Our “Guide to Security” is a well designed, 
comprehensive programming procedure provid- 
ing field tested approaches and visual presentation 
of basic needs to set the objectives, supplemented 
by direct mail letters and proposal forms to present 
a complete sales story. It has been more than two 
years in preparation and features a new Program- 
ming Course covering the principles of program- 


ming and their application. 


Naturally we are proud of the immediate 
impression “Guide to Security” makes on pros- 
pects, but we are doubly pleased by the reactions 
of our field associates — “Easy to Use!” “Loaded 
with sales power!” “It sells!” “It is the guide to 


successful sales!” 


STATE-MU 
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OF WORCESTER, MASSACHUSETTS 


et me tell you about State 
Mutual’s modern development 
in program selling that has recently 


YOAL LIFE 
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Pension Plans Reach 
Record High Levels 


MEYER GOLDSTEIN ON TRENDS 
Executive Director of Pension Planning 
Co. Tells Current Practices in 
N. Y. University Talk 


weil profit - sharing 


Private 
plans have reached an 
employes 


pension 
all-time high as 
plans, covered 
contributions, 

follow 


to number of 
amount of 
is important to 


and conse- 


quently it prac- 
which have 
avoid pitfalls that demon- 
strated as unsound, said Meyer M. Gold- 
Pension 


tices proven sound and to 


have been 
stein, executive director of the 
Planning Co. of New York, in an 
New York recently. 


Some of the points Mr. 


ad- 
University 
Goldstein made 


dress at 


were: 
Pointers on Practices 


Don’t concentrate on tax aspects alone 


without evaluating the impact on em- 
ploye relations. 

Prepare yourself thoroughly before 
bargaining with unions on pensions and 
The unions come to the 
what they 


Manage- 


group insurance. 


table prepared. They know 


and what it 


want, why costs. 
ment should do no less. 

Don’t pensions in 
Make an complete em- 


benefit 


consider a vacuum. 


audit of your 


ploye and executive compensa- 
gram, including pensions, profit- 
sharing, stock bonus and option, thrift 
plans and all Group coverages, including 
life insurance, hospitalization, surgical 
and medical expense. 

In order to avoid a fixed 
mitment, it is not necessary to 
tute a profit-sharing plan where a 
sion plan is needed. 

Don’t start with a deferred compensa- 
tion bonus type of thrift, savings, pension 
or profit-sharing plan when there is a 
pension plan. Put “first 


tion pri 


com- 
substi- 
pen- 


cost 


need for a 
things first.” 

Don’t reward employes who sever em- 
ployment if at the expense of those who 
stay with the company. Direct your 
contributions where they will do the 
most good. 

Don’t use individual policies where you 
can use Group coverages—which are 
less costly and better. 

An adequate pension plan supplement- 
ed by a profit-sharing plan is ideal. 
However, it is a fallacy to have an in- 
adequate pension plan supplemented by 
a profit-sharing plan. 

Don’t let the “bugaboo” of accrued 
liability for past service credits dis- 
uade you from an adequate pension plan. 
Usually, it will get worse if you keep 
qeferring the problem which can be 
met and, generally, within a limited 
budget. 

Balance 
have a hedge 
inflation. 

Don’t live with unnecessary weak- 
nesses in your existing employe benefit 
program. You can amend without sac- 
tificing the foundation already estab- 
lished. 

An employe benefit program calls for 
teamwork with your attorney, account- 
ant, trust officer, consulting actuary, em- 
loye relations and insurance advisers. 
Ke one of them has all the answers to 


the many-sided questions. 


your investments so as to 
against both deflation and 


Pension Plan Talk 


At business and economic statistics 
section, American Statistical Association, 
meeting in Chicago December 29, theme 
will be “What Is Actuarial Soundness 
in a Pension Plan?” Chairman is Henry 
W. Steinhaus, Equitable Society. Papers 
will be read by Dorrance C. Bronson, 
Wyatt Co., Washington; Ray M. Peter- 
son, Equitable Society; Edwin S. Cohen, 
lawyer, and Solomon Barkin, Textile 


Workers, CIO. 


Oklahoma A. & M. to Teach 
Courses in Insurance 
Oklahoma A. & M. College, Stillwater, 


Okla., is featuring an insurance pro- 
gram for the first time this fall and has 
brought in a specialist to teach insurance 
courses. Prof. Hershon Freeman went 
to A. & M. this fall from Rider College, 
Trenton, N. J., where he was a lecturer 
and teacher in insurance. The program 
at A, & M. is set up to allow the insur- 
ance major to get his BA degree and to 
complete education requirements for the 
two professional degrees offered in the 
field. 

degrees 


insurance 
The 
CPCU: 
The 
series of five tests given by both organ- 
take either 


two are the CLU and 


student prepares himself for a 


izations each June. He can 
both. After leaving college, working 
specified time qualifying in 
the student is awarded a degree. 


for a and 
his field, 

Prof. Freeman has a thorough knowl- 
edge of the insurance field, including 
15 years of practical experience as an 
He received his mas- 
administration 


agent and broker. 


ters degree in business 


Wm. L. Hardy Made Agency 
Vice President West Coast 


William L. Hardy, former superintend- 
ent of agencies for West Coast Life, and 
associated with the field organization of 
the company for 20 years, has been made 
vice president. Past president 
Francisco General Agents 
and Managers Association and the San 
Francisco Life Underwriters Associa- 
tion, Mr. Hardy has also been active in 
National Association of Life Under- 
writers. 


agency 
of the San 





from Michigan University and has near- 
ly completed work for his doctorate at 
Pennsylvania University. He has served 
on the faculty at Wharton school, Penn- 
University and was a lecturer 
insurance for the Rutgers 
Institute for Labor #nmd Man- 
He has been a member of the 
staff of examiners for the American 
College of Life Underwriters, which 
makes up and gives certified life under- 
writers examinations. . 
Night classes for insurance profes- 
sional men of northern Oklahoma are 
also in the process of being established. 


sylvania 
on social 
University 
agement. 








“Remember those two J. Smiths on 
and the ones having a baby? 


my prospect list—the newly-weds 
— I got them mixed up!” 


Bankerslifemen Know Better 
Than to Mix Prospects 


The situation we show here could never happen to a 


Bankerslifeman . .. he never mixes prospects from his 


records, 


Effective qualification and record-keeping are part of 


the training and day-to-day practice of Bankers/ifemen. They 


have not only been taught the value of good records, but they 


have been provided workable record-keeping materials and 


been trained to the habit of using them. 


Good personal selling organization helps make the typi- 


cal Bankers/ifeman the kind of life underwriter you like to 


know as a friend, fellow worker, or competitor. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 





Many First of Year Changes 
In National L. & A. Positions 


Effective January 1 are extensive re- 
vision of National Life and Accident’s 
official staff and some important changes 
in field organization. C. R. Clements, 
board chairman, retires and will be suc- 
ceeded by Edwin W. Craig, now presi- 
dent, who as president will be succeeded 
by Eldon Stevenson, Jr., executive vice 
president. New executive vice president 
will be J. E. Wills, now vice president 
and Ordinary department manager. C, 
C. Lynch, agency vice president, be- 
comes vice president and agency con- 
sultant. E. L. Stritch, vice president 
and Industrial department manager, re- 
tires. R. E. Fort, Jr., assistant vice 
president and superintendent of agen- 
cies, becomes vice president in charge 
of field research, planning and training, 
C. R. Clements, Jr., assistant V.P. and 
superintendent of agencies, becomes vice 
president and executive assistant. W. S. 
Bearden, Jr., assistant V.P., becomes 
vice president and Industrial department 
manager. C. H. Berson, assistant V.P., 
will be vice president and Ordinary de- 
partment manager. Other changes for 
January 1 include these in the field: 

A. B. Gawronski, manager, Pacific Coast terri- 
tory, becomes assistant vice president and su- 
perintendent of agencies; Musto, mana- 
ger, Eastern territory, will be assistant vice 
president and superintendent of agencies. Joe 
F. Handly, supervisor in Industrial department, 
becomes assistant secretary; E. R. Ellis, mana- 
ger, Industrial accounting, becomes assistant 
secretary in charge of field clerical operations; 
Walter M. Robinson, Jr., of company’s legal 
staff, becomes assistant general counsel; JT. F, 
Walker, manager of North Hollywood, Calif., 
district, succeeds Mr. Gawronski as _ manager 
of Pacific Coast territory; P. C. Childs, mana- 
ger, Detroit 7 district, succeeds Mr. Musto as 
manager, Eastern territory, with he: adquarters 
in Nashville; V. Barron, Supervisor in the 
Eastern territory, succeeds P. C. Childs as 


manager in Detroit 7. 


Life Counsel Program 

Association of Life Insurance Counsel 
holds its annual meeting at Waldorf- 
Astoria December 11-12. B. M. Ander- 
son, Connecticut General, will discuss 
“Armstrong Investigation in Retrospect.” 
Joseph S. Conwell, Philadelphia, will tell 
reminiscences of a trial lawyer. Func- 
tions and responsibilities of home office 
counsel is topic of Powell E. Smith, 
Occidental Life of California. William 
B. Cozad, National Fidelity, will give 
recent developments in the imposition 
of penalties by administrative agencies. 
Vincent Keane, Mutual Life of New 
York, is to discuss the extent of pro- 
tection afforded mortgage lenders under 
National Housing and Servicemen’s Re- 
adjustment Act. Walter M. Robinson, 
National Life & Accident, will give 
viewpoint of Tennessee insurance law. 


Conn. Mutual Gen’! Agents 
Advisory Committee Meets 


The General Agents Advisory Com- 
mittee for Connecticut Mutual Life met 
at the home office recently. This com- 
mittee gives a representative group of 
six general agents the opportunity to 
meet periodically with management to 
discuss matters affecting the home of- 
fice and field. The six members are 
elected by all the company’s general 
agents and serve for two-year terms, 
three men being chosen each year. 

Chairman of the committee is Melzar 
C. Jones, general agent at Los Angeles. 
Serving with him are general agents 
Frank Carlucci, Wilkes-Barre; Harry 
H. Kail, Cleveland; Norris E. William- 
son, Denver; Halsey D. Josephson, New 
York, and Chester T. Wardwell, Peoria. 


Leaders’ Seminar at Dallas 


The Institute of Insurance Marketing 
of Southern Methodist University at 
Dallas will hold its second annual semi- 
nar of the Texas Leaders Round Table, 
March 2-6, 1953. A. R. Jaqua, director 
of the Institute urges an early enroll- 
ment. 
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Travelers Names Assistant Managers Public Information 





KRAMER 


HERBERT J. 


The Travelers has appointed Walter 
M. Harrison, Jr., and Herbert J. Kra- 
mer assistant managers of the public 
information and advertising department 
of the company. 

Mr. Harrison joined the public infor- 


mation and advertising department in 


1946. A native of Oklahoma, he was 
graduated from Principia Junior Col- 
lege, Elsah, Ill, received a B.A. degree 


from the University of Oklahoma in 
1938 and an M.S. degree from the 
Graduate School of Journalism of Co- 
lumbia University in 1939. 

During World War II, he served with 
the headquarters staff of the U. S. Air 
Force. He was separated from service 
as a major and is a member of the 
Volunteer Ait His 


business experience has been in 


Reserve. previous 


radio 
and newspaper work in the Southwest. 

Mr. Kramer joined the department in 
October, 1951. A native of New York 
City, he received a B.A. degree from 
Harvard in 1942, graduating Phi Beta 
Kappa, Magna Cum Laude. He received 
his M.A. degree from Harvard in 1946, 
and his Ph.D. degree also from Harvard 
in 1949, 

During World War II, he served with 
the U. S. Army in the CBI Theatre as 
a first lieutenant in anti-aircraft. His 
previous experience includes four years 
of teaching at Harvard and the Uni- 
versity of California at Santa Barbara. 
Immediately prior to his association 
with the Travelers, he was an account 





Northwestern National 
Has Record Production 


Final tabulation of October new Or- 
dinary business, dedicated by agents of 
Northwestern National Life, Minneapo- 
lis, to George W. Wells, company presi- 
dent, showed that month to be the 
largest in NwNL’s history with $16,231,- 
302 submitted. The traditional presi- 
dent’s month was 26% greater than Oc- 
tober of last year. 
October was also the 10th consecu- 
tive month during which new business 
exceeded the comparable month of the 
Preceding year. The month’s volume 
Production brought to $79,819,000 the 
company’s total Ordinary written since 
January 1, also a record exceeding any 
comparable period in NwNL history. 
Although the increase in October busi- 
ness was accounted for by agencies in 
all parts of NwNU’s territory, the 
Minnesota state White & Odell agencv 
led the way with $3,563,000, a record 
month for that organization also. The 
rug ons total production for the 
rst months of 1952 e3 ‘ - 
000,000. o exceeds $18, 


' 





WALTER M. HARRISON, JR. 


executive 
agency. 


with 


a 


Hartford 


advertising 


PYRAMID LIFE APPOINTS TWO 





Lynde and Young to Head New Disabil- 
ity Division; Company to Offer Ac- 
cident and Health Contracts 
The directors of Pyramid Life of Kan- 
sas City have elected two new officers 
to head their organized dis- 
ability division, it is announced by L. N. 


recently 


Jacobsen, president of the company. C. 
M. Lynde will be vice president and 
David H. 
Jr. has been appointed 
president. 

Mr. Lynde joined Pyramid Life last 
June, with Bankers Life 
& Casualty for the previous six years 


sales manager and Young, 


executive vice 


having been 


where the served as_ sales 
Philadelphia district, and in various home 
office capacities. Mr. Young was for- 
merly with Reserve Life of Dallas as 
special assistant to the president and 
prior to that was with Bankers L. & C. 
and Central Standard Life, both of Chi- 
cago. 

Pyramid plans to continue its expan- 
sion program by offering, through its 
new disability division, a series of acci- 
dent and health, hospitalization and med- 
ical-surgical contracts in addition to its 
regular full line of life policies. 


Manager, 











WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 

2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 


Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, IIl. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 














NAMED DALLAS MANAGER 
David A. Covington has been named 
manager of the New York Life’s Dallas 
branch with offices in the Mercantile 
sank Building. He succeeds W. Earl 
Manning, Jr., who has been moved up to 
manager of the St. Louis, Mo. branch. 








Nonparticipating Insurance 
Participating Insurance 


Accident & Sickness Insurance 


(Noncan, Guaranteed Renewable) 






BROAD 


INSURANCE COVERAGE 


Juvenile Insurance 















The 


Special Low Cost Plans 
Flexibile Family Income Plans 
Retirement Plans 

Mortgage Redemption 
Impaired Risk Service 

Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 


A full line of Group Coverage 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Pach Bros. 


JAMES P. HART 


Another regional Group office in New 
York City has been opened by Home 
Life of New York. So substantially has 
Home Life’s Group business grown dur- 
ing recent years that this move was 
necessary to the satisfactory servicing 
of clients in Eastern states. With this 
addition to their Group organization, 
Home Life will now be able to provide 
even greater assistance to management 
in the solution of employe security 





Pach Bros. 
JOSEPH F. DARA 


problems, as well as broaden their serv- 
ice to present clients. 


Located in the Architects’ Building, 
101 Park Avenue, this new office is 
known as the Midtown Group Office, 


and is under the supervision of Hugh 
C. Montgomery. Prior to his return to 
the field as regional Group manager, 
Mr. Montgomery was manager of Group 
sales in the company’s home office. 
With more than 15 years Group experi- 























Pach Bros. 


HUGH C. MONTGOMERY 


ence, he will direct the continued growth 
of Group activity in the agencies com- 
prising his territory. 

Associated with Mr. Montgomery in 
Home Life’s new midtown Group office 
are James P. Hart and Joseph F. Dara. 
Mr. Hart has an exceptional background 
in Group insurance, and has been dis- 
trict Group manager since 1950. Mr. 
Dara joined the Home Life organization 
as a Group representative in 1951, and 
has been successfully servicing Home 
Life Group clients throughout the East. 





Aetna Increases Dividends 
Aetna Life 
creased dividend scale payable in 1953 


has announced a new in- 


for Ordinary policies in the Partici- 


pating Department. For dividends pay- 
able in 1953, the new dividend scale will 
appropriation of approxi- 
This 


higher than would have 


require an 
mately $3,525,000 out of earnings. 
is 13% 


been required under the dividend scale 


amount 


in effect this year. 
The rate of interest to be allowed in 


the participating department on _ pro- 
ceeds of policies left with the company 
for all payments falling due in 1953 and 


to be allowed on dividend accumulations 


will be 234% (the same as last year) 
except where a higher rate is guar- 
anteed. 

The same rate of interest of 234% will 


be paid in the non-participating depart- 
ment on funds held by the company ex- 
cept where a higher rate is guaranteed. 


F. W. Du Bose Retiring 

Frank W. Du Bose, general agent of 
Old Line Life in the Milwaukee area 
for the last 20 years, is retiring from 
agency development and management 
duties. He will continue with the com- 
pany and. as a personal producer, will 
service his clients, according to Richard 
E. Imig, agency vice president of the 
company. 

A veteran of 30 vears in the life in- 
surance business, Mr. Du Bose attained 
recognition for high ranking agency pro- 
duction since he became head of the 
Old Line Life general agency in 1932. 
Seventeen times his agency was among 
the top three, nine of them in first place. 
He went to Milwaukee from Chicago 
where he was the Illinois manager for 
another life insurance company. 

Mr. Du Bose has been an officer of 
the Wisconsin State Association of Life 
Underwriters, a director of the Milwau- 
kee Association, and a past president of 
the Life Managers and General Agents 
Association of Milwaukee. 


George O’Haver Appointed 
Franklin Mgr. in Memphis 


George O’Haver has been appointed 
regional manager in Memphis, Tenn., 
for the Franklin Life of Springfield, IIL, 
according to an announcement by 
Charles E. Becker, president. 

Mr. O’Haver is well known in insur- 


ance circles throughout the state, and 
entered the insurance field in 1941 as 
agent for the Metropolitan. His out- 


standing success led to his subsequent 


promotion to the position of assistant 
manager. While in personal production 
he qualified for the Metropolitan Honor 
Club. 

Mr. O’Haver is active in civic affairs, 
and is vice president of the Christian 
and Business Men Laymen’s Club in 
Memphis and treasurer of the First 
Evangelical Christian Church. 

In his new association with the 
Franklin Life, Mr. O’Haver will direct 
an expansion program throughout the 
Memphis area. 




















































































































































































































































































































NORTH 
AMERICAN 
REASSURANCE 
COMPANY 
LIFE 


and 


ACCIDENT & HEALTH 
REINSURANCE EXCLUSIVELY 


@ 
J. HOWARD ODEN, President 
161 EAST 42nd STREET 
NEW YORK 17, N. Y. 
















































































































































TOPS 


Yes, tops in group insur- 





ance! Our years of writing, 
counseling and adminis- 
trating experience in this 
specialized type of insur- 
ance will help you present 
that important case to the 
complete satisfaction of 
your valued clients. Make 


BIG 
group... with 


your next sale in 


“The group agency” 
White & 


Je 
Winston. Ine. 
271 MADISON AVE., NEW YORK 16 
LExington 2-8518 


General Agents 
UNITED STATES LIFE 
INSURANCE COMPANY 

In the City of New York 
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N. E. Mutual Names Jacobson 
And Geo. Hill to New Posts 


The New England Mutual has an- 
nounced the appointment in its home 
office staff of Harry O. Jacobson as co- 
ordinator, and George Hill as assistant 
actuary. 

Mr. Jacobson joined the company in 
1933, and has served in several depart- 
ments, becoming assistant coordinator in 
1950. He is currently a member of the 
planning committee of the Life Office 
Managers Association. 

Mr. Hill was graduated from Bowdoin 
College, and took a master’s degree at 
the University of Michigan. A veteran 
of World War II, he first joined the 
New England Mutual in 1940. He be- 
came a Fellow in the Society of Actu- 
aries this past summer. 


CHICAGO ASS’N MEETING 

B. H. Groves, CLU, president, Chi- 
cago Association of Life Underwrit- 
ers, announces special audience par- 
ticipation clinic will be held November 
20, 3:15 to 4:45 p.m., in the Hotel La 
Salle. Speaker will be Ward Phelps, 
CLU, assistant superintendent of agen- 
cies, Mutual Life of New York at New 
York. His subject will be “The Power 
That Has Made Us.” This will be an 
open meeting. 


New England Mutual Regionals 


(Continued from Page 3) 


and Second Vice President and Director 
of Agencies Homer C. Chaney formed 
major parts of the program. The agenda 
at each of the conferences also included 
“room-hopping” during the evening, 
consisting of a series of informally con- 
ducted discussions going on at the same 
time in different rooms, with partici- 
pants joining the various groups accord- 
ing to their interests. 
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0 “IFT » 

COULD TURN 
BACK THE 2 
CLOCK...” 4] 


Equitable Society Representative 


on 
Sts 
be IF | COULD TURN BACK the hands of time and live my life all 
co- over again, I’d still go ahead and do the same thing I’m 
ni doing now... being an insurance man. 
yin I’d still help give people the thing they have the great- 
th est hunger for...security. People like Harry Allison, for 
& instance. Harry has a fine wife and three swell kids. When LISTEN TO “THIS IS YOUR FBI”... official crime- 
he bought a home, I explained the Assured Home Owner- prevention broadcasts from the files of the Fed- 
loin ship Plan to him. Today, Harry enjoys much more than Ee RR. ee 
> at : . ‘ service contribution to his community by The 
ran his home. He enjoys the peace of mind of knowing his Cequtnedits Sadtety Repeuesataitee. 
- family won’t lose their home if they should lose him. 
EVERY FRIDAY NIGHT » ABC NETWORK 


When I hit the pillow at night and think of the many 
different people who are richer in peace of mind because 
of me, I don’t need sleeping pills. For, in giving peace of 
chi- mind to my fellow men, I have given it to myself ...and 


es that’s the surest aid to good sound sleep there is! TH E\ EQ U : TABLE 


ber Xo #1} yt 

ta If I could turn back the clock again I’d turn to the LEE TRANCE 
wg insurance business again for my profession ...for my hap- g @] C } 3 TY 
Jew piness...for my genuine sense of achievement...and once 


OF THE UNITED STATES 
again, I’d turn to the Equitable Society ...it’s a great insti- Besheidincnn ood 


tution in a great business. THOMAS I. PARKINSON, President 


als 393 Seventh Avenue, New York I, N. Y. 





One of a series of advertisements illustrating how a representative of The Equitable Life Assurance Society serves his community by selling life insurance. 
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Building WDTV Outlet 
In Equitable Center 


PITTSBURGH DEVELOPMENT 
Society’s eS Project Also Will 
House Numerous Industrial Con- 
cerns of That City 


WDTYV, the Du Mont Television Net- 
outlet in Pittsburgh, will con- 
new studios and business 
three lower floors of one unit of 
Gateway Center, the steel city’s huge 
business housing project. Termed_ by 
city planners “an urban redevelopment 


work’s 
struct 
in the 


offices 


dream come true,” Gateway Center, 
is being constructed by the Equi- 
table Life Assurance Society, and 


will give Pittsburgh one of the foremost 
business centers in the country. 
The Gateway project 
acres and the initial group of 
modern, cross-shaped office buildings set 
in a park-like area, is practically com- 
Located at the tip of Pitts- 
Golden Triangle, the air-con- 
fluorescent-lighted structures 


comprises 23 


three 


pleted. 
burgh’s 
ditioned, 


will house such tenants as: Pittsburgh 
Plate Glass Co., Westinghouse Electric 
Corp., Tones & Laughlin Steel, Mellon 


National Bank, and the Equitable’s large 
Pittsburgh office. 


Pittsburgh’s Only Video Station 


The lease between Du Mont and Equi- 
table provides WDTYV, Pittsburgh’s only 
video station, with 34,000 square feet of 
space. It was negotiated by J. Frank 
McClurg of the Commonwealth Real Es- 
tate Co., Pittsburgh. 

The new facilities will include two 
studios, the larger measuring 73 by 73, 
the smaller 44 by 31. Both studios are 
on the first floor and the station’s scenic 
and carpenter shops are immediately ad- 
jacent. There are also separate off-the- 
street loading facilities and a trucking 
entrance on the same level. The 6,750 
square feet of studio space will give 
WDTV a _ one-to-one ratio of prop 
handling to studio area. Offices directly 
associated with production will be on 
the same floor with the studios. Addi- 
tional production offices, rehearsal rooms 
and talent lounges, will be on the base- 
ment floor 

WDTV’s executive office, master con- 
trol and film projection facilities will be 
on the top floor of the special wings 
being added to Building One’s 
shaped design to accommodate the out- 
let. Irwin Clavan of New York is the 
architect for the special wing; and 
Mever, Strong and Jones are consulting 
mechanical ¢ The new head- 
duarters will be readv for occupancy in 
the late spring or early summer of 1953. 





cross- 


ngineers. 


W. R. Pollard Editor of 
Monumental Life Magazine 
W. Roy Pollard 


, agency assistant in 
the home office of Monumental Life of 
Baltimore, recently promoted to 
editor of the company’s monthly house 
organ, “The Old Black Hen,” succeed 
ing the late Edwin Brockenbrough. This 
magazine is in its 20th year of continu- 
ous publication 


Mr. Pollard 


was 


observed his 25th anni 


versary with the Monumental Life last 
August 27 and has earned the esteem of 
both home office and field forces for the 


conscientious job he does on a multitude 
ot items that must be considered in con- 


nection with his work in the home office 


agency department. For some years 
prior to Mr. Brockenbrough’s death, 
only last summer, Mr. Pollard served 
as assistant editor of “The Old Black 
Hen.” 


THEO F. WALLACE DIES 


Theo F. Wallace, well known Dallas 
insurance man and one of the original 
staff of Great American Reserve Life 


of Dallas when it was organized a dozen 
vears ago, died at his home in that city 
last week. He was aged 49 and_ had 
been ill for some time. He had also 
represented the United Bankers Life. 


E. O. McCONAHAY DIES 





Assistant Vice President of Metro- 
politan Life Was Graduated From 
West Point in 1924 
Edward ©. MecConahay, assistant vice 
Metropolitan Life, died 
Hospital after an 


president, last 


week in Memorial 


illness of several weeks. He was 51 
vears old. Following his graduation 
from the United States Military Acad- 
emy at West Point in 1924, Mr. Mc- 
Conahay entered the construction busi- 
ness as an engineer with the Public 
Service Corporation of New Jersey. In 
1927 he became associated with Star- 
rett Brothers & Eken, builders, rising 
to superintendent and chief engineer. 
He joined Metropolitan Life in 1933 
and became manager of the company’s 
home office buildings in 1936. In 1942 
he entered the service as a major in 
the Army. He served almost the entire 
period of the second World War as an 
officer in the budget division of the 


War Department General Staff. After 
his discharge with the rank of lieu- 
tenant colonel in 1945, he returned to 
the Metropolitan and the next year 


named assistant vice president. 
Mr. McConahay was recalled to active 
duty in September, 1950, shortly after 
the outbreak of fighting in Korea, and 
remained in service until last January. 
Surviving are his widow, the former 
Grace Schlichter; two sons, Charles and 
William, and a daughter, Mary Ann. 


Was 





Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








Mutual Benefit to Hold 
Property Planning Workshop 


A property planning workshop will be 
held November 17-19 by Mutual Benefit 


Life of Newark, N. J., at the Hotel 
Cleveland, Cleveland. Eleven company 
representatives will attend the three- 


day sessions where they will participate 
estate and business 
insurance problems, and employe benefit 


in discussions on 


plans. 

Director of Advanced Underwriting 
Services George B. Gordon and Attor- 
ney James C. Wriggins, both of the 
home office, will direct the workshop. 

Members of the Cleveland agency who 
will attend are: General Agent Laurance 
W. McDougall, CLU, Thomas A. Card, 
CLU, Francis Clark, Walter G. Locke, 
loseph C. Palmer, Frederick N. Winkler, 
CLU, and Frederck P. Winkler. From 
Columbus: General Agent John V. John- 
son, Sterling L. Hill, and Darl L. Woltz. 
And from Kansas City, Herbert M. 
Swarthout, CLU. 








Makes sense, doesn't it? 


satisfied fieldmen. 


"The Best Company." 


H. R. KENDALL, Chairman 





We welcome your inquiry. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EXECUTIVE OFFICES — EVANSTON, ILLINOIS 





The Best Company ?? 


Which is "The Best Company"? 


Probably no two persons have exactly the same answer to 
this query, but we like this one from Woody Woodson: "The 
Best Company Is The Company In Which You Are Insured.” 


We think the best company for each individual is his com- 
pany: the company in which he is insured—for whom he works. 


Our company — the WASHINGTON NATIONAL — offers: 
all forms of personal protection insurance on individuals and 
groups (life, accident, health, hospitalization); liberal Savings and 
Profit Sharing Pension Fund for its hard-working employees; salable 
policies, attractive commissions, functional sales tools for its 


These, and many others, are reasons why we believe that in 
Evanston, Illinois, along the banks of Lake Michigan, we have 


Throughout the Nation our system of offering attractive 
career opportunities to qualified fieldmen who are looking to the 
future is gaining in popularity. 


R. J. WETTERLUND, President 


G. P. KENDALL, Secretary 











Joins M. L. Camps Agency 


ROBERT L. G. WHITE 


The M. L. Camps Agency, John Han- 
cock, 110 East Forty-second Street, New 
York, has appointed Robert L. G. White 
as agency assistant. Mr. White has been 
life 
years, having started in the home 
of New England Mutual. He came to 
New York in 1931 to the William H. 


Beers Agency which in 1938 became the 


in the insurance business for 25 


office 


C. Preston Dawson Agency, which upon 
Mr. 
Lambert Huppeler Agency. 

Mr. White thas had varied experience 
as cashier, office manager, full time and 


the death of Dawson became the 


brokerage supervisor. He is a graduate 
of Lynn Classical High School, Lynn, 
Mass., and of Northeastern University, 
Boston. He is a Life 
Underwriters Association of the City of 


member of the 


New York, and has been chairman of the 
membership committee of the Life Su- 
pervisors Association of New York City. 


Equitable, Ia., Sets Record 


New insurance paid for during Octo- 
ber in the Equitable Life of lowa, top- 
ped any previous October in the com- 
pany’s 86-year history, it was announced 
by Ray FE. Fuller, agency vice president. 
October’s paid production was $12,093,- 
532, an increase of $2,650,330 or 28.3% 
over October, 1951. This brought the 
total for the first ten months of 1952 
to $101,533,546, resulting in the largest 
first ten months in the company’s his- 
tory. Total insurance in force at the 
end of October, 1952, was increased to 
$1,219,300,967, an all-time record high. 

The Detroit agency, F. A. Smart, gen- 
eral agent, continued in first place 
among all agencies throughout the coun- 
try. 


New Jersey Assn. Speaker 


Will E. Gehman, Philadelphia, million 
dollar writer for New England Mutual, 
will be the speaker for the regular 
monthly meeting of the Northern New 
Jersey Life Underwriters on November 


20. Mr. Gehman is a life member 0! 
the Million Dollar Round Table, and 
since 1950 has been giving part time 
also to sales management work. His 


topic will be “Building for the Future.” 
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youd listen, too 


if you 
heard 


about 


prospects are listening 
and buying! 


Security Mutual’s nationally advertised NON-CAN 
Accident & Health—"“the policy that can’t change its mind” 
— gets the prospect’s attention at once. From there 

you go on to sell the timely and profitable 

Security Mutual “package” — and what a package it is! 
You should be selling it now — if you 

have had managerial or supervisory experience, 

mail the coupon and we'll show you why. 


If you live in Allentown, Pa.... 
Scranton-Wilkes Barre, Pa.... Dayton, Ohio or Albany, N. Y., 
we are particularly interested. You will be, too. 


SECURITY MUTUAL 


LIFE INSURANCE COMPANY 
Binghamton, New York. 


Aelling Decumly since 886 





MR. NORMAN T. CARSON, AGENCY VICE-PRESIDENT Z 
SECURITY MUTUAL LIFE INSURANCE COMPANY Dept. T-29 
BINGHAMTON, NEW YORK 


I want to know more about Security Mutual's general agency 
opportunities. 
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Left to right—District Manager Sanford L. Dieter, District Manager Paul H. 
Dieter, General Agent J. William Van Horn, District Manager Philip C. Dieter 
and District Manager William J. Wood, Jr. 


As mentioned in The Eastern Underwriter last week, General American Life 


of St. Louis has appointed J. 


William Van Horn general agent in Cleveland to 


direct a multiple agency operation following a plan used in St. Louis, Detroit and 
Houston. Four district managers have been appointed by Mr. Van Horn, shown 


above, three of whom are brothers. 





BUFFALO CLU SPEAKER 
Elizabeth Dorsey, librarian in charge 
of the business and labor department of 
the Grosvenor Library, Buffalo, dis- 
cussed the library’s facilities at a recent 
luncheon meeting of the Buffalo CLU 
Chapter in the Buffalo Athletic Club. 


KENTUCKY RULING ON SELLING 

An opinion handed down by the Ken- 
tucky attorney general’s office holds that 
a school teacher's selling of insurance 
to the education board employing her is 
“improper and unethical” and_ should 
be stopped. 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Prudential Buys Site for 
Minneapolis Home Office 


Minneapolis, Nov. 6—The Prudential 
and the Minneapolis Park Board have 
closed the deal for the regional home 
office to be built here, subject to ap- 
proval of the Minneapolis District Court 
but no difficulty is expected. Carrol M. 
Shanks, Prudential president, met with 
the Park Commissioners, The original 
price of $190,000 offered by the company 
for the 33-acre tract in Theodore Wirth 
Park was accepted by the Park Board 
at the conference. 

Since the site of the proposed regional 
home office, which is to cost an esti- 
mated $5 million, is on city property 
the court must approve the transaction. 
The new office will serve as home 
office for Minnesota, Iowa, Nebraska, 
North and South Dakota. 


UNITED OF ILL. ENTERS FLA, 





in 38 States and District of 
Columbia; $258 Million in 

Force at End of 1951 

United Insurance Co. of Illinois has 
been licensed by the state of Florida. 
In his announcement, O. T. Hogan, 
president of the Chicago company, called 
attention to the fact that United’s entry 
into Florida increases the company’s 
territory to 38 states and the District 
of Columbia. 

Premium income of $15,949,557 on in- 
dividual accident and health coverages 
during 1951 placed United among the 
ten leading companies for that year, 
Life insurance in force was $258,324,471 
at the end of 1951. Total income for 
last year was $22,653,709, and the com- 
pany’s growth during the past nine 


months indicates that total income will 
pass the $30,000,000 mark for 1952, 


Now 











UG. ee... 
A Better Life to Live! 


America’s faith in the future and desire for world 
progress are shown by our generous aid to many 


distant countries. 


In the search for international peace and individual 
prosperity, the people of the United States are helping 
the economic recovery of many countries (1) by raising 
standards of living, (2) by enabling free nations to pro- 
tect their independence, and (3) by assisting individuals 
to protect their liberty. By helping others we help our- 


selves make U. S. Life . 


..A Better Life to Live. 


x * * 


From a single source United States Life offers a comprehen- 
sive portfolio of insurance plans... a full line of life policies 

. complete Group insurance coverage including welfare 
plans for employees and unions . . . special group plans for 
small firms . . . Accident, Health, and Hospitalization cover- 
age for every disability need. 


The 
United States Life 
INSURANCE COMPANY 
In the City of New York 
84 William Street, 
New York 38, N.Y. 








oN, $4, . ~ * 
Tey Stage rs Cp 
Or 4 


ME p 1c 

























eneral American 


helps field men 
advance faster with the 


SOCIAL SECURITY CALCULATOR 





Targets social secur- 
ity benefits in a jiffy. 
Easy to use. No pen- 
cil needed. Computes 
both old and new 
benefits. 





“More power to men in the field”... 


that’s the purpose of General American’s great 
array of selling tools. General American Life offers 
more visual selling aids to help field represen- 
tatives to greater success. You plan better, close 
faster, and cnjoy more satisfaction in every sale. 
That is one of the ways General American backs 


up the efforts of men in the field. 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE 


INSURANCE COMPANY 


ST. LOUIS, MISSOURI 











XUM 
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HEARD On The WAY 








Earl C. Bonnett, the new president of 


Association of Life Insurance Medical 
Directors, and medical director of Met- 
ropolitan Life, was born in Provo, Utah. 
He holds the degree of A.B. from Cor- 
nell University and M.D. from Cornell 
Medical College. 

Since 1926 Dr. Bonnett has been a 
member of Metropolitan’s medical staff 





EARL C. BONNETT 


when he served as medical examiner in 
the home office. Made an assistant medi- 
cal director in 1928, he later became an 
associate medical director. He was made 
medical director in 1926, succeeding the 
late Dr. Charles L. Christiernin. 

As head of company’s medical divi- 
sion Dr. Bonnett supervises a staff of 
approximately 10,000. physicians who 
serve as medical examiners for the Met- 
ropolitan in the United States and Can- 
ada. He is responsible for the formation 
of rules for the medical examination of 





New England Mutual Life 
Gets Financial World Award 





Receiving New England Mutual's 
award from Financial World mz igazine 
for the best 1951 annual report of the 
life insurance industry, David W. Tib- 
bott, New England Mutual’s director of 
advertising (left), accepts the congratu- 
lations of Wesson Smith, executive vice 
president of the magazine. 


CARROLL S. CADWELL DIES 

Carroll S. Cadwell, superintendent of 
tabulating, Minnesota Mutual Life, died 
recently. Mr. Cadwell joined the com- 
pany in 1922, being first associated with 
the actuarial department. He was with 
the Minnesota Mutual home office for 
thirty years. 

Mr. Cadwell is survived by his wife, 
a daughter, Mrs. Donald M. Hanson, 
and a sister, 












applicants for insurance and advises in Cornell on returning from overseas in Marian S. Eberly, head of women’s 
the establishment of rules for the selec- 1919 and received his degree of M.D. in relations division of Institute of Life 
tion of risks. His duties also involve 1923, Insurance, has been making a trip 
the management of Home Office health through the South during which she 
activities which include the medical care The Canadian Life Insurance Officers delivered addresses before the forum 
and periodical physical and dental ex- Association has received an invitation at the Miller & Rhoads department 
aminations of some 14,000 employes. from Mexico to hold its next annual store, Richmond, Va., which forum is 

While a student at Cornell Univer- convention there. It was a nice in- directed by Mrs. Dave E. Satterfield, 


sity, Dr. Bonnett enlisted in the Army _ tern: utional gesture which undoubtedly widow of late general counsel of Life 
in 1917, served in World War I as a CLIOA appreciates, while at the same Insurance Association of America; 
private, sergeant and second lieutenant time the odds are a million to one that Louisiana Federation of Women’s Clubs 
in the field artillery, saw combat serv- the association will continue to have its @t Lafayette, La.; Birmingham Life 
ice with the 147th’ Field Artillery, 32d annual meetings at the famed Seigniory Underwriters Association and Birming- 
Division, A.E.F. in the Meuse-Argonne Club in Laurentian Mountains of Que- ham National Trust forum. 

offensive. He resumed his studies at bec. Uncle Francis. 





GRANDMOTHER’S 
A DEAR— 
If She Has Her Own Income 


Buz WILL SHE always be a blessing and 
not a burden? Well, will she always have 
income, or won’t she? 


It’s a simple question. Occidental has a 
simple answer. 


When a man buys a retirement policy to 
assure his own old age income, we add 
a rider to protect his wife, too. Called 
Continuance to Beneficiary, this rider guar- 
antees that when the policy matures and 
income starts, the full amount will continue 
as long as either insured or beneficiary lives. 


Grandmother may outlive granddad like the 
mortality table says. She may also outlive 
the certain period in his policy. But she’ll 
never outlive the income under an Occiden- 
tal Continuance to Beneficiary rider. 


ie 
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“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO” 
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DISPOSABLE INCOME AT HIGH RELATIONS WITH POLICY- 
EVEL HOLDERS WILLIAM A. SULLIVAN 
Both general consumer credit and During all the business days of this E. B. KELLEY William A. Sullivan, Insurance Com- 






missioner of the state of Washington, 
. ; agen was reelected last week for his sixth 
N.Y... the New York chapter of the National continuous term in that office. One of 
Insurance Buyers Association, has the leading members of the National 
joined United States Plywood Corp. as Association of Insurance Commissioners, 
Mr. Sullivan has served as president of 
that organization. 




















































































instalment credit reached peak levels in) week a conference is being held at the Everett Burton Kelley, president of 


1952 but the credit figures are not con- Westchester Country Club, Rye, 
sidered in dangerous proportion to the of insurance executives, including some 
disposable incon in the opitiion of the well known figures in the life insurance Jom w + agiag ee eiagain 
advertising field, at which the theme is ‘7SUrance manager. In May of this year 





‘redit experts. Consumer credit was re- ; . : > was chairm: f the pric? ae 
credit expe oO er « the status of relationship between com- he was chairm in of the American Man + * 
ported as of August 31 to amount to panies and their policyholders. While ®8¢™ent Association insurance confer- Ben Jack Cage of Houston, Tex., who 
ee , oe 4s . . : See ence. Before going 2 WwW -om- set up an insurance company owned by 
$21,393,000,000 or 9.26% of disposable in- there have been discussions of this sub- °"°°: Bete pase ogee to the plywood eo E orke ; lled he Insuran C 
bat ek MRR intent ieee ial Mba a . pany, Mr. Kelley served for six years union workers callec ee 
come. Instalment credit on the same  Jeci at held conventions of hfe compa- é lened ith El of Texas, is the subject of a long profile 
. ; as insurance consultant with Ebasco 

. ie ear dcile Lele nies, they have generally been of shor ; ; ; : in the magazine Time, November 10th 

date was $14,907,000,000 or 6.45% of dis- , = Pees ' Services, Inc. Mr. Kelley began his s 


edition. He is now engaged in organiz- 
ing insurance companies in other states 
which will be union-owned and he hopes 
to have such companies in many states. 
According to Time, he is getting a 15% 
commission based on premium receipts 
for his management services. 


1 on +9 ) - awrt am ceere — ats ° . 
Gurauon: But an extensive exploration career in insurance when he joined 
: Sat of the situation in this segment of the Electric Bond & Share Co. in 1929. 
port declines in amount of credit in the jysurance business has been long de- Since then he has been connected with 

B. Penick & Co., National Fire, Penn- 
2 ; i . Western Service Corp., Best Foods Co. 
creases. lationship on the future of the business. and Roval Insurance Co. 

With policyholders satisfied with what 
they are receiving in protection and 


posable income. The credit people re- 
past two months and predict further de- layed because of the bearing of this re- 


The nation’s present instalment debt oe 


is headed for an early decline, Thomas Joseph M. Dodge of Detroit, former 
: ‘ ee , ae president of American Bankers Asso- 
sie riers furnishing the insurance, no critics ciation, who is president of the Detroit 
the American Finance Conference, told of the business will get far in efforts Bank, has been named by President- 
convention in Chicago a few days to handicap the providers of that pro- elect Eisenhower as his personal repre- 


_ with their adequate treatment by car- 
W. Rogers, executive vice president of 


J 





ago. Dollar volume of automotive fi- tection. It is extremely important, how- sentative in connection with preparation 
ONE TE EER NT REY Ae = : of the budget. He is a director of 
nanc 4 1an¢ >¢ ) sales “rec “Oo - wer : ‘ae » ay : Hes . 
aia Fi : ever, that the companies know just what — Standard Accident and Planet Insurance 
panies and commercial banks, the two the relationship situation is. If policy- Co. and a trustee of Equitable Life of 
groups that do 90% of the automotive holders are not satisfied, why is this Jowa. 
SRM: hee ae AY r Se Se : a ae: 
financing, decreased 13% and 21% re true? If they have complaints, what is 
spectively in July. On the basis of the their general nature and what are the George Willard Smith, chairman of , 
’ . . Bite : : . > VW « riz . > . . 
amount of personal disposable income jndividual companies doing to improve New England Mutual Life, and Mrs. ; 
il, ‘kata’: Seubaticiiend: Anlst emiatnsalie ; ji 5 inca Smith, will fly to Boston on November 
an ot Stix 1 de ( stanc L, >< 1 oO 2 s oO « Ce ce . A om +s 
| t istalme Se ae 1 the situation? Is handling of applications 20 from France. They have been visit- 
iccording to Mr. Rogers, instalment after they reach the home office as ing several European countries, includ- \ 
credit could increase by $2,250,000,000 be- prompt and efficient as it should be? ing a visit of more than a week in ‘ 
i . . as - 9 ‘4 ay . ~ - *4 > 1 
fore it reached the level of 1940 debt And are the various divisions of the Pain, and expect also to see Tangier 
ai ; rae ; : in North Africa. t 
in relation to personal income. Instal home office briefed so their dealings ( 
iar elu eee i a : ; a a: 
ment credit in 1940 amounted to $5,417, with policyholders is completely satis- , : 1 
000,000. In that year consumers owed factory to the latter? Numerous other Frank Wenner, general agent for Con- : 
72% of their inc ; Sanne nel - 5 necticut Mutual Life since 1933, was hon- f 
Cohitaiiale waraa gare sraeaica clam mgs pease ale dard angles must be considered. ored at a testimonial dinner given by a 
ments and saved only 4.9% of their in The conference this week is at Rye, the Utica Life Underwriters Association e 
come. Total instalment credit outstand N. Y., under the auspices of Life Insur- in Utica, N. Y. He was presented a i 
ing on June 30 represented only 6.2% of ance Advertisers Association. alled traveling ‘bag and scroll in tribute to his \ 
, al dj i eae sd er i ; : 30 years in the life insurance business, 5 I 
personal disposable income. At the same The Workshop, it is an innovation in the presentation being made by Howard DAVID B. FLUEGELMAN ; 
time the amount of debt was over- the iness whic as ide < sneral ; 2 ‘ = gi rela ? 
a the business which has now made a Mute Fred part for sabeehnnctts David B. Fluegelman of New York, a 
shadowed by the 7.7% of personal dis successful start and has many _ poten- sn n ; for ys Sicat ‘Moves, president of the National Association \ 
} : eee : ‘ ( ¢ ( > . Ps 
posable income represented by personal  tialities which can be realized. : agencies 3 at apie wpe of Life Underwriters, will be guest ol U 
: j : % spoke on Mr. Wenner’s association with ; | . the Federation k 
savings. Mr. Rogers cites the figures to cb ae estan ee een honor at a luncheon of the Federa 
‘. | . the company and the program of its of Jewish Philanthropies November 21 
make the point that “we c ave ieee pees -al agency q $ la opies Nov Sie 
aid adil dat Oe could have Commander William K. Paynter, Navy cal agency. oe at the Advertising Club of New York te 
pare OF Ont snatennent debt this sum- public relations officer, has been released it was announced by Harold A. Loewen- cl 
mer from our savings and still have had from active service with the Navy and Josephine Birong, who was recently heim, manager of Home Life of New ul 
money left over, whereas in 1940 our has returned to the sales promotion de- elected secretary-treasurer and a di- York, who is chairman of the 1952 drive 
savings would not nearly have covered Péttment of Connecticut General Life. rector of Municipal Insurance Co. of of the Federation’s life insurance divi- di 
raty age ita teense’ bt” During his 18 months in the Navy he America, was made subject of an article _ sion. bi 
semis spc cihel a ed i ak le esas i A debt. was stationed at the Philadelphia Navy by Ruth MacKay, writer of the “White cs, As : 3 L 
Which is to say, that it is the high Recruiting District where his duties in- Collar Girl” column in Chicago Tribune. Jack Laffer, agency supervisor or SC 
level of disposable income that makes cluded officer procurement, recruiting Holder of Bachelor and Law degrees Northwestern Mutual at. Wichita = at 
record debt totals acceptable on a rela- and public relations. 3efore joining from Loyola University she has been been named general chairman of the W 
ti ae ; ik ; Connecticut General he was city hall a bookkeeper, statistical supervisor and ticket sale for the Wichita Community e 
> basis : ¢ = Ths : ‘ 
ac reporter for the Hartford Courant. a secretary to a United States Senator. Theatre. a 
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New Edition of Cyclopedia of 


Insurance 


The Cyclopedia of Insurance in the 
United States, of which G. Reid Mackay 
is editor, and is published at 123 William 
Street, New York, among other things 
contains a large number of biographies 
of careers of insurance men. It is the 
62nd annual edition and this year has 
more than 1,100 pages of material. Some 
extracts of careers not printed in other 
editions are these: 

Manning W. Heard, vice president 
and general counsel of Hartford Acci- 
dent and Indemnity and president of 
Association of Casualty & Surety Cos., 
is a native of Louisiana and was edu- 
He entered 
insurance business in 1924 as an attor- 


cated at Tulane University. 
ney for Union Indemnity Co. In 1933 
he joined Hartford Accident & Indem- 
nity as an attorney, being elected sec- 
retary in 1937, vice president in 1939 
and vice president and general counsel 
in 1946. He is a commissioner of the 
Metropolitan 
Hartford. 
Henry C. Pitot, United States mana- 
ger Royal Exchange Assurance, State 
Assurance and Car and General and 
president of Provident Fire Insurance 


District Commission of 


Co. of New Hampshire, was born in 
New Orleans and attended Tulane Uni- 
versity. He joined the Southern depart- 
ment of the Liverpool and London and 
Globe in 1921 and was transferred to the 
home office in New York where he held 
various field positions in various states 
as special field representative, later be- 
ing appointed vice president of one of 
the companies of the Royal-Liverpool 
Group. In 1951 he was appointed to his 
present position. 

James C. Hullett, vice president Hart- 
ford Fire and its affiliated companies, is 
a native of Bowling Green, Ky., and was 
educated at Northwestern University, 
Evanston, Ill. In 1929 he joined the 
Western department of the Hartford 
Fire, remaining there until 1933 when he 
went into the Oklahoma field. He was 
appointed assistant manager of the 
Western department in 1940, and was 
transferred to Hartford in July, 1944. 
He is a director of General Adjustment 
Bureau, chairman of executive commit- 
tee, Factory Insurance Association and 
chairman of committee on laws of Na- 
tional Board of Fire Underwriters. 

Otto Patterson, executive vice presi- 
dent and director of American Automo- 
bile and American Automobile Fire, St. 
Louis, is vice president and director, As- 
sociated Indemnity Corp., and Associ- 
ated Fire & Marine of San Francisco, 
Was born in Mt. Vernon, Ill. He was 
educated at high schools in Cairo, IIL, 
and La Junta, Colo., and Texas Insti- 











tute of Commerce, Fort Worth. He be- 
gan his career as a newspaper reporter 
and entered insurance in 1913, with 
Mitchell, Gartner and Thompson as 
manager of claims department, remain- 
ing until 1918. He was later in the claim 
department of the American Automobile 
Insurance Co., and later became superin- 
tendent of underwriting and agency 
manager. He became vice president and 
director of the two companies in 1931, 
and executive vice president in 1938. 

J. V. Addy, vice president, Appleton & 
Cox, Inc., a native of Iowa and grad- 
uate of University of lIowa, was a 
field man for 17 years. In June, 1946, 
he was transferred to the head office. 
He became field supervisor, then super- 
intendent of agencies; then vice presi- 
dent and director, Illinois, and in 1952, 
became vice president of Appleton & 
Cox, Inc. 

Ashby E. Bladen, vice president, 
Aetna Insurance Group, is a native of 
Alexandria, Va., and was educated at 
George W ashington University. He en- 
tered insurance in 1924 with Aetna 
Casualty & Surety Co., and in 1926 
joined the Aetna Insurance Group. He 
is a member of American Bar Associa- 
tion. 

Harlow G. Brown of New York, vice 
president Continental Assurance Co., 
and resident vice president Continental 
Casualty, National Casualty and Trans- 
portation Insurance Co., was born in 
Denver and educated at Denver and 
Colorado Universities. He has been with 
Continental Casualty since 1914 and with 
Continental Assurance since 1939. 

James A. Cathcart, Jr., president Gen- 
eral Reinsurance Corp., was born in Co- 
lumbia, S. C., and educated at Univer- 
sity of South Carolina, and New York 
Law School. He had two years’ experi- 
ence in the general agency business in 
South Carolina, then joined General Re- 
insurance in New York. In 1950 he be- 
came vice president of General Rein- 
surance Corp., later being elected presi- 
dent. 

William Goodman of Baltimore who 
acts as insurance consultant for many 
industrial and manufacturing plants, or- 
ganized and was first president of the 
National Association of Public Insurance 
Adjusters. 

Kirk A. Landon, president Kirk A. 
Landon & Associates, Inc., Creditors 
Insurance Underwriters, Inc., Credit In- 
surance Underwriters, Inc., and National 
Insurance Agency, Inc., is a native of 
Canada. He was educated at University 
of Toronto schools, Upper Canada Col- 
lege and University of Toronto. He 
originally entered insurance business op- 
erating as “ATPAC” (Atlantic and Pa- 
cific Corp.). He went with Marine Un- 
derwriters in New York in 1917; was 
connected with American Treaty Corp. 
negotiating treaties between American 
and foreign companies from 1922 to 
1925. He organized and operated Cabco 
Agency Corp. and First Ni tional Under- 
writing Corp., general agents in New 
York with offices in five boroughs. In 
1930 he became president and later gen- 











eral manager of Auto Mutual Indemnity 
Co. of New York. He entered war serv- 
ice in 1941. He then organized Retro- 
spective Insurance Underwriters, Inc., 
the name of which was changed to Kirk 
A. Landon & Associates, Inc., in 1950. 
He organized American Bankers Insur- 
ance Co. of Florida in 1947, for which 
Kirk A. Landon & Associates, Inc., act 
as general agents. 

W. Harold Leonhart, president Leon- 
hart & Co., Inc., is a native of Parkers- 
burg, W. Va., and was educated at Mar- 
shall College Model School, Huntington, 
W. Va., and City College, Baltimore. He 
had long experience in agency, brokers 
and reinsurance work, and in 1939 be- 
came vice president of Smith, Leonhart 
& Co., Baltimore. He was made presi- 
dent of Southern Underwriters, reinsur- 
ance managers, safety engineers and 
claims supervisors in 1941; then became 
president of Leonhart & Co., New York 
City and Baltimore, reinsurance brokers 
and underwriters. 

5. Donald Livingston, assistant under- 
writer and secretary, American Marine 
Hull Insurance Syndicates, is a native 
of Honolulu. He was educated there 
and at the University of Washington. 
His entire insurance experience, which 
started in 1931, has been with American 
Marine Hull Syndicates. 

L. Pierson, Jr., executive vice presi- 
dent, M: ussachusetts 3onding & Insur- 
ance Co., was educated at Harvard. His 
insurance experience has been with 
Globe Indemnity and Massachusetts 
B..& I. 

Langdon C. Quin, president Hurt & 
Quin, Inc., is a native of Georgia and 
was educated in Washington, Ga. He 
entered the insurance business in 1910. 
He is a member of the executive com- 
mittee of SEUA and of southern branch 
of National Automobile Underwriters 
Association. He is also president of 
Standard National Insurance Co. 

John Katterree, president Dixie Fire 
: Casualty Co., is a native of Rock Hill, 

C., and was educated at Chester 
ere S. C. schools, King’s Commer- 
cial College, Raleigh, N. C. He entered 
insurance in Rock Hill after his dis- 
charge from United States Army in 
1919, becoming connected with the in- 
surance department of Peoples National 
Bank. From 1925 to 1933 he was special 
agent in the South for stock fire com- 
panies, and in 1933 was special agent for 
the Merrimack Mutual Fire. He organ- 
ized the general agency department of 
John Ratterree and Co. in 1939. He is 
president of National Association of 
Mutual General Agents. 

Graham L. Russell, secretary, Royal- 
Liverpool Group, is a graduate of Wil- 
liams College and of Harvard School of 
Business Administration. He joined 
Royal-Liverpool Group in 1946 as super- 
intendent of personnel and was named 
manager of personnel and public rela- 
tions departments in January, 1952; was 
elected to his post as secretary in June, 
1952. He was a naval lieutenant in World 
War II. 

A. C. Seymour, deputy United States 
manager, Royal and Liverpool & Lon- 
don & Globe, and executive vice presi- 
dent of the domestic companies in the 
group, was educated in England and is 
a Fellow of Chartered Insurance Insti- 
tute of Great Britain. He joined the 
Royal in 1926 in London and before he 
was transferred to the United States 
in 1939 he served as superintendent of 
the company’s casualty department in 
its London city office. In 1942 he was 
appointed assistant manager of the New 
York metropolitan department of the 
Royal Indemnity, and in January, 1944, 
was elected vice president in charge of 
that department. In 1948 he was ap- 
pointed an assistant United States man- 
ager and vice president of the Group. 

Cameron S. Toole, manager for metro- 
politan New York of Travelers Fire and 
Charter Oak Fire with headquarters at 
80 John Street, was born in Clinton, 
Mass., and educated at Northeastern 
University, getting a B.S. degree in civil 
engineering. He began his insurance 
career with Travelers Fire in 1926. After 
training in Hartford he was assigned 
to metropolitan New York and served as 
special agent, assistant manager and 





educational director until November, 
1946, when he was appointed to his pres- 
ent post. 

Franklin B. Tuttle, president of At- 
lantic Mutual, was educated at Yale Uni- 
versity. His first insurance experience 
was with American Foreign Insurance 
Association where he spent four years 
He then was with Insurance Co. of 
North America five years 74 joined At- 
lantic Mutual in 1931. He is also presi- 
dent and director of Coin Insur- 
ance Co.; secretary and director, Insur- 
ance Society of New York; trustee, 
Teachers Insurance and Annuity Asso- 
ciation. 

Leslie A. Ward, vice president and 
general manager, W. J. Roberts & Co., 
entered the marine insurance field in 
1917 with Marine Office of America, re 
maining with that organization 26 years. 
He served at various times on many rat 
ing organizations and other groups in 
marine insurance. When the American 
International Marine Agency was organ- 
ized in 1945 Mr. Ward was elected presi- 
dent. In 1950 he was elected vice presi- 
dent and general manager of W. J. 
Roberts & Co. 

Paul William Watt, execut ive vice 
president. Washington National, is a na- 
tive of Little Falls, N. Y., and was edu- 
cated at Amherst College. He joined the 
Washington National in 1930. Prior to 
that time he was associated for seven 
years with Aetna Life in its Group de- 
partment as home office representative 
and superintendent. 


* * * 


New Column in England 


The Policy-Holder of Manchester 
England, has started a new 
signed “The Westerner,” which is being 
printed under the headline 


feature, 


“London- 
American Column.” Without divulging 
the identity of the writer The Policy- 
Holder introduces the column with this 
paragraph: 

“The great increase which has taken 
place in the volume of non-marine busi- 
ness offered to the London market from 
American sources has been one of the 
most outstanding insurance developments 
of recent years. Dollar premiums now 
account for about one-half of the daily 
facultative placings. A large proportion 
of the staffs of brokers, underwriters 
and companies are employed in this fas 
cinating field of insurance, and expansion 
has been so rapid that many young men 
and women are called upon to handle 
responsible tasks after only a_ limited 
period of training. To assist them in 
understanding some of the problems in- 
volved, The Policy-Holder now offers 
a new feature devoted entirely to the 
London-American market. Our contribu- 
tor, ‘Westerner,’ is actively engaged in 
the business, and his article discussing 
one or more subjects of current interest, 
will in future be a regular feature.” 

The new column starts as follows: 

“The most serious problem of the day 
is that of market capacity. The demand 
for cover almost is greater than the 
ability of underwriters to satisfy it. If 
the time factor were not so important, 
the position would be a good deal easier, 
as all concerned would have more op- 
portunity of considering their problems 
and overcoming them. 

“The pace at which the American 
market in London has to operate is 
something quite apart from conditions 
in the home or general overseas market. 
The huge cable traffic which goes on 
constantly across the Atlantic has to be 
translated into slips on this side, and 
into certificates confirming cover in the 
United States. In brokers’ offices each 
morning thousands of cables have to be 
dealt with in time for the active open- 
ing of the market, and the resultant 
slips are shown in Lloyd’s and to some 


30 companies.” 
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North America Wins 
Annual Report Honors 


BEST PROPERTY STATEMENT 


“Oscar of Industry” Trophy Presented 
to President Diemand at Banquet 
in New York City 


In the final ratings of an independent 
board of judges in the “Financial World” 
survey of annual reports, Insurance Com- 
pany of North America was judged as 
having the best annual report in the 





Shown admiring the newest addition to 
the line of trophies in the background 
are John A. Diemand, president of the 
North America Companies, on the right, 
and J. Kenton Eisenbrey, secretary- 
treasurer of the company. 


property insurance category for 1951. It 
was the sixth time the company has 
won this award. The bronze “Oscar of 
Industry” trophy was presented to John 
A. Diemand, president of the North 
America ‘Companies, at the annual 
awards banquet, held at Hotel Statler, 
New York. 

This year’s competition, the twelfth in 
the series, was international in scope 
and 5,000 annual reports in 100 indus- 
trial classifications were considered for 
the “Best of Industry” awards. The 
board of judges was headed by Dr. Car- 
man G. Blough, CPA, who is research 
director of the American Institute of 
Accounts. He was assisted by Dr. Pierre 
R. Bretey, editor of the Analyst Journal; 
Richard W. Lambourne, president of the 
National Federation of Financial Ana- 
lysts Societies; Elmer Walzer, financial 
editor of the United Press; Denny Gris- 
wold, publisher of Public Relations 
News, and Hollis Holland, national au- 
thority on typography and calligraphy. 

Neston Smith, executive vice presi- 
dent and originator of the annual report 
surveys, presented the “Oscar of In- 
dustry” trophies at the annual awards 
banquet, which was attended by more 
than 1,300 business and financial execu- 
tives from all over the U. S. and Canada. 


Jaffe Agency Open House 
Jaffe Agency, Inc., New York, will 
have an “open house” party on Friday, 
November 21, starting at 3 p.m., in its 
new offices at 45 John Street on the 
street floor. A cordial invitation to at- 
tend is extended to the entire insurance 
fraternity. 





North British 143 Years 
Old on November 11 


On Armistice Day the North British 
& Mercantile reached its 143rd_ birthday, 
having begun business on November 11, 
1809 in a flat directly under the shadow 
of the ancient Church of St. Giles, 
Edinburgh, Scotland. 

It was originally founded as_ the 
North British Insurance Co., but in 
1862 the North British became the North 
British & Mercantile through amalga- 
mation with the Mercantile Fire, which 
had been formed by a number of Lon- 
don merchants. 


French Company Leaders 
Returning to Paris Today 


There have been visiting the U.S.A. 
Jean Privez and Xavier de Montferrz and, 
president and manager, respectively. of 
the Union Fire, Accident and General 
of Paris. They have completed a visit 
to the various interests of their com- 
pany in the South and Central American 
countries, their tour having started in 
Venezuela and ended in Mexico. While 
in New York they attended a luncheon 
on November 10 to commemorate the 
tenth anniversary of the founding of 
their company’s American affiliate, the 
Unity Fire and General. They plan to 
return to Paris on November 14. 


Royal Exchange Names 
Wick as Special Agent 


The Royal Exchange Group has an- 
nounced appointment of B. William 
Wick as special agent in western Penn- 
sylvania and West Virginia with head- 
quarters at 1308 Peoples Bank Building, 
Pittsburgh. He will succeed Irvin Wet- 
zel who is returning to the head office in 
New York. 

During World War II Mr. Wick en- 
listed in the United States Air Corps, 
qualified as a pilot with rank of second 
lieutenant and served two and a half 
years in that capacity. 

Returning to civilian life in 1946 Mr. 
Wick attended the Pittsburgh Insurance 
School, and sought experience both as 
an agent and an underwriter. He has 
been associated for several years with 
the Pittsburgh insurance firm of Mc- 
Closkey & O'Neil, having recently re- 
signed that connection to join the Royal 
Exchange staff. 


Comm. Sullivan Reelected 

Frank Sullivan, Kansas Commissioner 
of Insurance and a past president of 
the NAIC, was reelected by a large 
majority over his Democratic opponent 
George A. Russell, Jr., of Cottonwood 
Falls. Loren Jones, Dodge City, a past 
president of the Kansas Association of 
Insurance Agents, and Jerome C. Ber- 
ryman of the Berryman Agency, Ash- 
land, were elected to the state Senate 
on the Republican ticket. 


Alfred J. O’Brien Dies 


Alfred J. O’Brien, manager of the fire 
insurance department in New York City 
of the Automobile and Standard Fire, 
died November 10, at his home in Long 
Island City, after a three months’ ill- 
ness. He had been with the Automobile 
in New York for 32 years. Prior to 
taking his present post he was manager 
of the schedule rating department. He 
was long one of the best known per- 
sonalities in local fire circles. 


Cosgrove on Practical 
Public Relations Steps 


AGENTS’ PERFORMANCES GAIN 
American Executive Sees Few Perfect 
Agents But Over-all Achievements 
Point to Good Progress 


Perfect company men and_ perfect 
agents are not too numerous, John N. 
Cosgrove, secretary of the American 
Insurance Company, told the 53rd annual 
meeting of the Wisconsin Association 
of Insurance Agents at the Hotel Schroe- 
der on November 13. 

Speaking on “Practical Public Rela- 
tions” Mr. Cosgrove said: “Instead of 
wasting time looking for immediate per- 
fection on either side of our business we 
might well rejoice at the constantly 
growing number of competent and well 
intentioned producers and company men 
with the same virtues who are trying 
to cooperate in providing the public with 
quality insurance protection. 

“We will be a long time reaching the 
ideal conditions we wistfully yearn for,” 
Mr. Cosgrove stated, “but that is no rea- 
son to belittle or bemoan present 
achievements. In order to get a true 
appreciation of your accomplishments, let 
us suppose that politicians performed the 
numerous services that you daily dis- 
charge. We would have an unceasing 
flow of whistle stop trains across the 
country and a staggering number of 
appearances on back platforms from 
which the politicians would shout this 
record to the heavens.” 


Agents Provide Social Security 


Using a visual demonstration Mr. Cos- 
grove then presented a factual review 
of the services of a professional agent. 
In doing so, he anz ilyzed the sale of a 
personal account of insurance. In this 
regard, he emphasized: “Social Security 
is often thought of as something we 
all look forward to in our old age—but 
professional agents provide real social 
security for American families here and 
now.” 

Mr. Cosgrove reviewed an American 
family’s protection plan and pointed out 
how the family unit can be maintained 
in financial status quo by proper insur- 
ance coverage in proper amounts. This 
plan protects family income in event 
of sickness or accident, protects the 
family’s liability in the event of injury 
to others or damage to their property, 
and also covers the value of tanglible 
possessions which may be damaged or 
stolen. 

This complete program for a family 
is also applicable to American business, 
Mr. Cosgrove contended, and competent 
agents are selling such plans every day. 

3ut they do a good deal more,” he 
pointed out. “Producers not only survey 
and analyze protection needs, they also 
service as well as sell, help when loss 
occurs, help prevent losses, contribute 
to the welfare of their communities. 

“All of this adds up to performance,” 
Mr. Cosgrove said, “and performance 
equals practical public relations. 

“Instead of reproaching each other in 
private and in public, let us jointly pre- 
sent for public consumption a record of 
public service unparalleled in any sphere 
of commercial activity and let us all be 
proud of our individual contributions to 
that record.” 


Jack Seide to Address 
Mariners Club of Boston 


Jack Seide, president of Babaco 
Alarm Systems, Inc., will speak on the 
“Increase in Crime from the Viewpoint 
of Package and Truck Cargo Theft 
Losses,” at the November 24 luncheon 
meeting of the Mariners Club of Boston. 
The affair will be held at the 99 Club. 
*. R. Miller of the Atlantic Companies 
is chairman of the club’s entertainment 
committee. 


EXCELSIOR CHANGES MADE 





Little Retires as Secretary- Treasurer; 
ildred Linn Secretary and 
Robert Miller Treasurer 

Retirement of Henry Comstock Little, 
secretary-treasurer of the Excelsior In- 
surance Co. of New York, in accordance 
with the company’s regular retirement 
plan, is announced in Syracuse. 

Succeeding Mr. Little are Mildred T, 
Linn, who was elevated to the position 
of secretary of the company, and Rob- 
ert E. Miller, who becomes the new 
treasurer. 

Starting with the company early in 
1925, when the late Fredrick V. Bruns 
and Robert C. Hosmer assumed man- 
agement of the Excelsior, Mr. Little 
served as chief auditor and accountant 
for several years until his election as 
assistant treasurer in 1928. In 1935 he 
became secretary and treasurer. 

Miss Linn started with the company 
early in 1925 as secretary to Mr. Bruns, 
later serving in the same capacity to 
Mr. Hosmer and now to Forrest H. 
Witmeyer, president of the company. 
In 1942 she was also elected assistant 
secretary and as the new secretary of 
the company, she is one of few women 
who hold such a position among the 
insurance companies. Miss Linn is also 
one of the three trustees of the Excel- 
sior pension trust. She is an active mem- 
ber of the Syracuse Insurance Women’s 
Association, having served as sec retary 
of that organization. 

Mr. Miller is a native of Utica, and 
became associated with the E xcelsion in 
1949 upon his graduation from the Col- 
lege of Business Administration of 
Syracuse University, and early in 1952 
was elected assistant treasurer of the 
company. Mr. Miller is a member of 
the Insurance Accountants Association 
and of National Office Management 
Association. 


Smith Acting Manager 
Rating Body in N. Y. City 


The New York Fire Insurance Rating 
Organization has announced appoint- 
ment of Kenneth O. Smith, as acting 
manager, and Robert D. Knapp as as- 
sistant manager of the New York City 
division of that organization. 

Mr. Smith will serve as acting mana- 
ger during Manager Donovan’s con- 
valescence from the illness which has 
kept him confined to_his home during 
recent months. Upon Mr. Donovan’s re- 
turn Mr. Smith will resume his duties 
in the central office of the rating or- 
ganization. 

Mr. Knapp joined the rating organiza- 
tion in 1929 and has been continuously 
employed in the New York City divi- 
sion since that time. 


Jewish Federation to 


Honor Clarence Whitehill 
Clarence K. Whitehill, of the White- 
hill Agency, will be guest of honor at 
the annual dinner of the General Insur- 
ance Division of the Federation of Jew- 
ish Philanthropies, it is announced by 
George P. Frenkel, Frenkel & Co., and 
Harry R. Lea, Harry R: Lea & Go; 
who are chairmen of the profession’s 
Federation effort. The dinner will be 
held on Tuesday, December 9, at Toots 
Shor’s Restaurant, New York City. 

Mr. Whitehill, who is a_ federation 
trustee, will be honored for his many 
years of leadership in community and 
philanthropic life, the chairmen stated, 
and also for his outstanding role in the 
profession. 


Supreme Court to Hear Case 


The Texas City case will be decided 
by the Supreme Court, following deci- 
sion of the highest court this Monday 
to hear the case. The question involved 
is whether the Government was guilty 
of actionable negligence under the Fed- 
eral Tort Claims Act for the Texas City 
disaster of April, 1947. Some 300 actions 
in the names of about 8,500 plaintiffs 
were filed against the Government, 
aggregating $170,000,000 in death, per- 
sonal injury and property damage 
claims. 
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Hits “Honest Graft” 
By Police Departments 


BIELASKI CALLS FOR HONESTY 





National Board Executive Feels Educa- 
tion and State Justice Departments 
May Overcome Evils 





Mechanics and methods available to 
law enforcement officers are constantly 
getting better and better, but the most 
vital of all ingredients in law enforce- 
ment work, integrity, is progressing fal- 
teringly if progressing at all, declared 
A. Bruce Bielaski, assistant general 
manager of the National Board of Fire 
Underwriters, at a conference on crimi- 
nal interrogation at New York Univer- 
sity graduate division of public service. 

Integrity, the first eye, is the basic 
element which must be present if law 
enforcement is to succeed, he said. 
Every crime commission, every survey 
conclude that dereliction among the law 
enforcement officers is one of the most 
important fields where correction is es- 
sential. 

Certainly, the majority of law enforce- 
ment officers is honest and upright, 
Mr. Bielaski stated, but those who are 
not are far, far too many and little or 
no progress is being made toward rem- 
edying these conditions, especially in 
the larger municipalities. 


“Honest Graft” Evil Widespread 


“So-called ‘honest graft’ is probably 
the most widespread of the evils which 
undermine the efficiency of police de- 
partments and lessen the respect of the 
public for law enforcement,” Mr. 
Bielaski charged. 

“The Federal Bureau of Investigation 
has an enviable reputation, which has 
not been achieved fundamentally by rea- 
son of superior training, mechanical aids 
or native skills, but primarily because 
of the integrity and ethical standards 
which prevail throughout the organiza- 
tion. Rarely can anyone be found who 
would offer a bribe, a gratuity or a 
reward to one of its agents; while this 
is regarded as more or less regular prac- 
tice in so far as police officers are con- 
cerned. 

“Just think what a tremendous ad- 
vance it would be for law enforcement 
if the integrity and ethical standards 
prevailing in this organization were 
equally prevalent in the police forces 
of, say, our ten largest cities! 

“In a recent case a widely known as- 
sured included in his statement of loss, 
following a robbery, large amounts as 
paid to police officers, explaining that 
one in his position could not offer a 
police official less than $500 for his work 
in investigating the theft. 

“So-called ‘honest graft’ naturally 

leads to dealing with law violators and 
all too many professional criminals carry 
with them what they call ‘get-away 
money,’ little of which is intended for 
use in travel expense. 
_“What can be done about this situa- 
tion effectively? Unfortunately, the evil 
cannot be cured by the law enforcement 
agencies themselves. It has _ prevailed 
too long, is too general and is regarded 
with indifference by too much of the 
public. It is a common fallacy to be- 
lieve that the appointment of an upright, 
able head of a department will remedy 
such situations. No man, however able 
and upright, can do so. 

“Nor is much help apparently likely 
to come in the near future from state 
or national police organizations. We are 
all familiar with the meetings of police 
chiefs’ associations and organizations of 
Supervising police officials, but I know 
of none which has any definite, con- 
Structive program for setting standards 
of integrity, ethics and training for 
Police officials. Many times the items to 
which most attention is given at such 
meetings is, who is to be elected sixth 
vice president or to some other office 
and where the next annual meeting will 
be held. 

“We have a right to expect more 
courageous and vigorous action to cor- 


Blackstone Studios 
A. BRUCE BIELASKI 


rect evils in police administration from 
all such associations than are yet evi- 
dent. 

Education in Honesty 


“Two things are essential: the educa- 
tion of the individual officer and out- 
side help. Every training school should 
have courses emphasizing the highest 
ethical conduct and the equality of per- 
sons before the law. It would be an 
innovation in police training to empha- 
size to the trainees that police officers 
are not immune to all of the laws and 
that the duty of a police officer to 
prosecute a fellow officer for a criminal 
violation is as great as against any 
habitual criminal. 

“Scores of honest policemen knew of 
the widespread irregularities connected 
with gambling as revealed in recent 
years in this city, but few appreciated 
their duty in the premises. Continuous, 
emphatic teaching during training weeks 
can instill convictions which will not 
easily be set aside in later days,” Mr. 
3ielaski stated. 

“From two sources, outside help may 
be had: one is the press, which in this 
city, as well as elsewhere, has done out- 
standing work not only in revealing un- 
wholesome conditions, but in bringing 
public opinion to the support of their 
correction. A second source is found in 
the final report of the American Bar 
Association’s commission on organized 
crime, made last month, where two aids 
which I feel must be adopted if law en- 
forcement is to reach the effective level 
it should have are suggested. 

“One is the establishment of a police 
council, statewide, with power to make 
supervisory inspections, report on police 
departments and to formulate suitable 
recommendations. The council would 
have no authority in law enforcement 
itself, nor would it possess the authority 
to compel acceptance of its findings, but 
it would bring to bear an independent, 
capable and permanent body to deal 
with inefficiency, dishonesty or political 
manipulation of a police department and 
would provide adequate police training 
facilities. 


State Departments of Justice 


“The second proposal, of almost equal 
importance, is the proposal for the es- 
tablishment of state departments of jus- 
tice, which would exercise supervision 
of criminal prosecutions through the 
state. In some jurisdictions neither the 
court nor the governor of the state nor 
anyone else can do anything about a dis- 
trict attorney who does not prosecute 
a given case, and in every state super- 
vision of some type is very desirable. 

“We all know cases where profes- 
sional criminals, perhaps caught in the 
act, are released and for months ply 
their profession with renewed vigor be- 
cause of the necessity of raising funds 
for their defense, and police officers 





Cator New President of 
Pittsburgh Insurance Club 


Horace T. Cator, manager of the Fi- 
delity & Deposit at Pittsburgh, has been 
installed as the 27th president of the 
Insurance Club of Pittsburgh. Jet 
Parker is retiring president. Succeeding 
Mr. Cator as vice president is Frank 
W. Wentworth of the Wentworth 
Agency. 

The new secretary is Robert A. Beck, 
partner, John C. Beck Agency. Walter 
H. Bendick, special agent, American In- 
surance Group, became the treasurer, 
succeeding A. M. Eckert. 

Elected to the board of directors to 
serve until October, 1955, are the fol- 
lowing: Clarence H. Alexander, Mc- 
Candless, Collingwood & Alexander; 
Charles Gable, manager claim depart- 
ment, New Amsterdam Casualty; 
Thomas G. Hendricks, resident-manager, 
Fidelity & Casualty; William MacLean, 
vice president, National Union Fire; 
Daniel S. Newman, attorney; Don B. 
Pearce, manager, Indemnity Insurance 
Co. of North America. 


Siegenthaler Brokerage 
Supt. of Great American 


Edward A. Siegenthaler has been ap- 
pointed superintendent of the brokerage 
department for the fire companies in the 
Great American Group. He had spent a 
year as special agent in Nassau and 
Suffolk counties on Long Island before 
returning to the hhome office in New 
York some months ago. 

Mr. Siegenthaler joined the Great 
American in January, 1942, following 10 
vears in the investment banking field. 
He started as a clerk in the metropolitan 
department and was promoted through 
various underwriting posts before go- 
ing into the field. He was a member 
of the Suburban New York Field Club 
while in the field and in 1943 he com- 
pleted the fire courses of the School of 
Insurance of the Insurance Society of 


New York. 





often express their disgust at such situa- 
tions. A centralized supervision could 
correct many of these conditions. 

“The other eye which the law enforce- 
ment officer must have, second only to 
integrity, is intelligence, and I meant 
to discuss the progress being made in 
the large problems which lie at the 
basis of so much crime, that is, drugs, 
sex irregularities and alcohol, but time 
will not permit other than to say that 
committees of the New York State Bar 
Association, psychiatrists and criminolo- 
gists are bringing new views to bear 
which offer promise of eliminating much 
that has been wrong in the treatment 
of individuals involved in crimes where 
one or more of these conditions are 
present. 

“Law enforcement officers should keep 
their minds open on all these sorts of 
things for many of the accepted prac- 
tices and conceptions seem erroneous 
and better practices and methods are in 
sight. 

No Favors for “Big Shots” 

“Education and public opinion must 
also be brought to bear on sources out- 
side the police department. Mr. Big, 
Mr. Rich and Mr. Politician must all 
learn that they have no privileges under 
the laws and ordinances that are not 
the privileges of every citizen. A few 
examples of so-called ‘very important 
people’ hauled up for offering bribes to 
police officials would bring many a man 
who thinks himself a completely upright 
citizen much needed lessons. 

“An excellent omen of accelerated 
progress in these matters is found in 
the interest in them of the higher edu- 
cational institutions and the programs 
of instruction, debate and advice which 
are increasingly found in the catalogues 
of our universities and colleges, They 
bring into the field a higher type of 
thinking individual and more men of 
character and purpose, which bode well 
for the improvement of law enforce- 
ment everywhere.” 


Enlarged Duties for Three 
Great American Specials 


In a reallignment of territory three 
special agents of the Great American 
Insurance in metropolitan New York 
have been given enlarged territory. They 
are Herman G. Treiss, who has repre- 
sented the company for over 31 years; 
William Gartelmann, Jr., 32 years with 
the company, and William H. Bosmann, 
whose service extends over four years 
and who has been assigned to the con- 
centrated district between Wall and John 


NEW 
ALL-INCLUSIVE RATES 


FOR 
Winter Group Meetings 


One rate covers room, meals, golf, swim- 
ming (indoor pool), Old White Club, meet- 
ing rooms, gratuities to dining room 
personnel, maids, bellmen on arrival and 





departure. 


$19 per person, per day, single 
$17 per person, per day, double 
November 24, 1952 to March 15, 1953 





Organizations planning 
winter meetings may now enjoy 
all the advantages of The 
Greenbrier at rates which 
include privileges and services 
separately charged for during 
the other seasons. 


Superb facilities plus an 
experienced, smooth-functioning 
staff are the essentials that 
assure successful group meetings 
at The Greenbrier. But what 
makes them outstanding is 
Greenbrier’s overall congenial 
atmosphere ...that intangible 
something which spells the 
difference between feeling “at 
home” and just living in a hotel 
room. Add the relaxation of 
Greenbrier’s varied sports 
and social activities plus the 
rejuvenative effects of the 
famed sulphur baths, and you 
can see why The Greenbrier is 
the ideal spot for winter 

ings. 


° 3 . 
3 — ‘ 
ie, 


(HITE SULPHUR SPRINGS, W. VA. 
Telephone: White Sulphur Springs 110 
Teletype: White Sulphur Springs 166 

Or Inquire of Greenbrier Offices in: 

New York, 588 FirtH AvENvE « JU 6-5500 
Cuicaco, 77 W. Wasn’Ton Sr. « RA 6-0625 
WASHINGTON, INVESTMENT BLDG. « RE 2642 
Boston, 73 TREMONT STREET ¢ LA 3-4497 
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Bennett Urges Agents 
To Maintain Vigilance 


CITES COMMISSION TROUBLES 
Sees rT State Supervision 
Gives Way to State Controlled or 
Federally Operated Protection 


Views on the present commission 
troubles were presented by Walter H. 
Bennett, retired general counsel of the 
National Association of Insurance 
Agents, when he addressed the annual 
convention of the Kentucky Association 
at Louisville on November 10. Using 


maintenance of vigilance as his text and 
speaking on several problems, with ref- 


erence to commissions Mr. Bennett 
stated that if agents remain alert they 
have a golden opportunity of preserv- 
ing unimpaired this business for botl 
companies and agents. He was warning 
against the danger of further state or 


commissions. 


national control of ; 
agents of Ken- 


“IT desire to assure the 
tucky,” said Mr. Bennett, “that, in my 
individual o pinion, nothing is being done 
on the National Association level to 
prejudice the rights of the agent in this 
commission factor in the rate. But on 
the contrary, an earnest endeavor is 
being made to provide a remuneration 
tor agents comparable in amount to that 
richly deserve as tl! 


a ae 
which they so 
whole property in 


fountainhead of the 
business in this country. 











surance 
Challenge to State Supervision 

“One evidence of this restlessness in 
your business was outlined the other 
day before the Colorado Association by 
a distinguish a eastern company execu 
tive, when he advanced the. startling 
theory that capital stock insurance com- 
panies are in the midst of a commission 
war that has spread through the nation 
His exact Jangu as reported in the 
pub lic press was: 

‘Whether or not we recognize or 
admit it, we are now in a commissii 
war on a national sci shortsight a 
and destructive policy must be cor- 
rected.’ 

“I am not in a position to give you 





any details of the war mentioned, but 
if such be the national picture, then | 
am of the opinion that it is an unfor- 
tunate misadventure which challenges 
the effectiveness of state supervision 
“If state supervision of insurance 
should become imperiled, it will obvi- 
ously lead to state controlled or fed- 


erally operated insurance protection, 
either of which would be a misfortune 
and a disservice to the public interest, 
for which property insurance solely ex- 


ists 
Disturbed Commission Condition 

“It is my individual opinion that, in 
common with all other agents in the 
country, the agents of Kentucky are dis- 
turbed because of the uncertainty of 
unsettled commission factors in the rate 
which ee the insurance premium 
to be charged,” Mr. Bennett declared. 


“The disturbance is caused by the re- 
cent movement of the EUA to adjust 
commissions by state legislation, either 


directly or through the rate formula. 
The recent action of some companies 
in the far west reducing automobile com- 
missions, and by others refusing to 
write the business at all, are also dis- 
turbing factors. 


“As the result of nationwide reduction 


class of 
casualty 


one 
large 


of commissions 
automobile 
insurance company, 
ization, in obedience to a 
resolution, created a committee on com- 
missions for the purpose of engaging in 
an intensive study of the whole problem. 
The committee as created is doing this. 
While the preliminary work of this 
committee was in progress, a well-known 
casualty company made an_ arbitrary 
reduction in commissions on workmen’s 
compensation insurance policies in the 
state of Idaho without prior consultation 
with agency forces affected; and in the 
state of Texas there has been introduced 
a premium and discount plan by size 
or risk applying to automobile bodily 
injury and property damage policies. In 
addition, sniping at commissions has 
been observed in other parts of the 
country, all of which produces a restless 
and disturbed situation for the agents. 


paid on 
business by a 
your national organ- 
convention 


Violation of Commission Contracts 


‘There is in effect between practically 
all insurance companies, and all insur- 
ance agents, what is known as an agency 
appointment agreement. This agreement 
is in writing and there are two parties to 
contracts—the company on the one 
and the agent on the other. That 
contract has, in a number of 
violated and abrogated by 
contract, namely the 
any consultation with, 


such 
hand, 
two-party 
cases, been 
one party to the 
company, without 


or knowledge of, the other party—the 
agent. 

‘The agents of the United States, in 
annual convention assembled one year 


ago, vigorously protested any uni-lateral 
reduction, declaring that 
was a violation of 


commission 
such an undertaking 
contractual relations between company 
and producer, and demanded that all 
and amendments in these agen- 
discussed on a bi-lateral 


changes 
cy contracts be 
basis. 
“Considerable discussion has occurred 
in meetings of agents over the work of 
national committee on commissions. 
have expressed the fear that the 
so-called ‘right of private contract’ might 


this 


Some 


be abridged if any national policy was 
adopted on this vital question. In the 
first place, it should be remembered that 
there is no such thing as the right 
of private contract on the part of an 
agent with respect to any dealings he 
may have, or desire to have, with an 
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insurance Mr. Bennett 
stressed. 

“That supposed ‘right’ melts into noth- 
ingness when the realities of the case 
come to the fore. If any ‘right’ exists 
at all, that right is lodged in an insur- 
ance company which fixes a commission 
compensation on the basis of ‘take it or 
leave it,’ and the agent is helpless to do 
otherwise. I recognize that what most 
agents mean when they clamor for the 
right of private contract is a right to 
negotiate concerning such a contract. 

“The committee on commissions of 
the national organization has never had 
any idea of doing anything which would 
interfere in any manner with any agent 
negotiating with any company concern- 
ing his compensation. What that na- 
tional committee is trying to do is to 
prevent a mass disturbance of commis- 
sions by any one or more companies, 
and particularly such a disturbance with- 
out the knowledge or consent of the 
agents involved. 


company,” 


National Program 


“In an effort to clear the atmosphere, 
the committee on commissions and the 
national executive committee three 
months ago agreed on the following pro- 
gram: 

“(a) 
phases of 
“(b) The 


findings to 


The committee study all 
f commissions. 

committee shall report its 
the executive committee. 

“(c) The committee shall not direct- 
ly or indirectly take action which will 
have the effect of suggesting or agreeing 
as to the specific commissions in agents 
contracts. 

“(d) Nothing herein contained shall 
prevent consultation on the subject of 
commissions by the executive committee 
and the commissions committee 

“You will therefore see that nothing 
is being done or contemplated on the 
national level that will interfere with 
the proper adjustment of commissions 
at the state level, nor interfere with 
any contract an individual agent may 
desire to negotiate with the companies 
he represents.” 


may 


Buffalo Insurance Club 


Elects Twelve Directors 
Attorney D. E. Klein told 150 insur- 
ance men in Buffalo that good will is 
missing from the world and the art of 
decent living has suffered. He spoke be- 
fore the first annual dinner of the newly 
formed Insurance Club of Buffalo. 

Dr. Robert Riegel of the University 
of Buffalo outlined the university’s in- 
surance education courses and _ called 
upon the insurance fraternity to keep 
them going. Many courses are now oper- 
ating at a loss, he said, and may be 
dropped unless support is given them. 

The group also elected 12 directors as 
follows: One year—Herman K. Heussler, 
Gilbert S. Hildebrandt, Robert C. Mc- 
Pherson and Oliver H. Turgeon; two 
years—Lincoln W. Beale, Lorraine H. 
3ristow, Robert E, Campbell and David 
G. Prescott; three years—Raymond G. 
Christ, Bernard L. Jones, Robert P. 
Lentz, Jr., and Chester I. Soule, Jr. 
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NAIA Eyes Continuous 
Form of Fire Policy 


PRESIDENT SHELDON’S VIEWs 


This Is a Trend Which Can Offer Real 
Problems, He Says; Foresees Con- 
ferences on Installment Plans 


Possibility of a continuous form of 
policy being the final outcome of the 
installment payment or annual renewal 
plans has always been recognized hy 
the National Association of Insurance 
Agents. Addressing the annual conven- 
tion of the Arizona Association of In- 
surance Agents, Walter M. Sheldon, 
NAIA president, last week commented, 
“T wonder what effect such a (continu- 
ous form) plan, if universally adopted, 
might have on the value of an insur- 
ance agency.” 

Mr. Sheldon assured the agents that 
the NAIA property insurance committee 
has been watching the trends in install- 
ment payment of fire premiums and the 
term rule. The recent filing in Okla- 
homa of a renewal plan based upon the 
first year’s premium at 100% of the 
annual rate and all succeeding renewals 
at 78% of the tariff rate, to all effects 
and purposes sets up a continuous pol- 
icy and the committee is giving this 
filing careful study, the agents’ leader 
pointed out. 


Trend Offers Problems 


Another large Western company that 
made a similar filing was cited by Mr. 
Sheldon who said: “Here is a trend that 
can offer real problems to each of us 
in the handling of our business, and 
one that your National Association will 
watch carefully.” 

Pointing out that it has been recog- 
nized by many who are familiar with 
the workings of these plans that some 
modifications would eventually be neces- 
sary, the NAIA president said: “It is 
now possible that with these two filings 
the companies would gladly sit down 
with the agents in an endeavor to im- 
prove the installment and renewal plans 
without depriving the policyholder of 
the general benefits accruing to him 
under them.” Requests by the agents 
that the companies be more realistic in 
the operation of these plans have not 
been met up to the present, he added. 

War damage and flood damage indem- 
nification, continued tax exemption for 
local boards, an indicated investigation 
into automobile accidents and _ the ris- 
ing costs of automobile insurance, the 
FHA insurance program, alleged tie-in- 
sales in fire and casualty insurance .are 
only a part of the hold-over program 





of insurance subjects which will face 
the coming session of the Congress, 
Mr. Sheldon said. 

“No doubt the number of subjects 


affecting insurance will increase as the 
new Congressional year goes on,” he 
continued, “but the Washington office 
of the NAIA will be particularly watch- 
ful of legislation having a definite inter- 
est to our policyholders.” 


Allen Heads Erie Agents 

Paul T. Allen was elected president 
of the Erie Association of Insurance 
Agents at a meeting in Erie, Pa. Also 
elected at the annual meeting were How- 
ell L. James, Jr., vice president; Lindsay 
H. Jeter, secretary- -treasurer and John 
T. Colwell, state director. 

Named to the local board of directors 
were James M. Van Dyke, F. J. Rojeski, 
William M. Conner, Chester K. Reich- 
ert and Messrs. James and Jeter. 


GEORGE B. PROCTOR DIES 

George B. Proctor, 70, a senior part- 
ner in the Boston general insurance 
firm of Patterson, Wylde & Windeler, 
died November 1 in a Boston hospital. 
He had been associated with the firm 
since 1911. He was a member of the 
30oston Board of Fire Underwriters, 4 
past president of the Boston Protective 
Department, the Eastern Yacht Club 
and other groups. He is survived by his 
wife and a daughter. 
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This Covlll Le Your, Ad 


The advertisement above . . . one of a continuing series . . . tells 
the story of a man—a typical insurance agent. It will be seen by 
more than 19 million readers of national magazines, 


The story it tells is important to the Home agent. It represents him in a new 
and significant light to the people he serves—establishes his important 
place in his community. It’s designed to help you sell by selling you 


to your customers and prospects. 
* THE HOME* 
Susurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 

FIRE ° AUTOMOBILE ° MARINE 

THE HOME INDEMNITY COMPANY 
Casualty Insurance «+ Fidelity and Surety Bonds 


THIS ADVERTISEMENT 
WILL APPEAR IN 
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Careers of Newcomb, Other Officers 
Advanced by Great American Group 


Directors of New York companies of 
the Great American Group last week 
granted the request of John G. Loose 
for retirement from active service and 
accepted his resignation as executive 
vice president. 

To fill the vacancy created by Mr. 
Loose’s retirement, William E. Newcomb 
was elected executive vice president of 
the Great American, American Alliance, 
American National Fire and Rochester 
American Insurance Companies, and 
vice president of the Great American 
Indemnity. 

Earl R. Sanborn was elected a vice 
president of these’ same companies and 
Roger D. Billings elected a vice presi- 
dent and secretary. Mr. Sanborn will 
assume management responsibilities of 
the Western department assisted by Mr. 
Billings. 

Directors also promoted Miles C. 
Formo to secretary of the companies 
named. In his new position he will 
directly assist Messrs. Sanborn and 
Billings. These changes were announced 
briefly in last week’s issue of The 
Eastern Underwriter. The careers of 
Mr. Loose and of those who _ have 
been promoted are reviewed herewith: 





Loose and Newcomb 

Mr. Loose joined the Great American 
Companies on July 1, 1907, and before 
becoming executive vice president had a 
comprehensive experience embracing 
home office work, field production su- 
pervision, and achieved top rank as an 
authority on the policy contract and loss 
adjustments. His sincerity and liberality 
earned him the loyalty and friendship 
of the companies’ staff and local agents 
as well as the esteem and respect of 
the executives of other sag anies. 

Mr. Newcomb will have headquarters 
at the home office of the group at One 
Liberty Street, New York City. Pre- 
viously he was vice president in charge 
of the group’s Western department at 
Chicago, and some of his duties in con- 
nection with that department will con- 
tinue, 

Mr. Newcomb entered fire insurance 
in 1927 when he went into the home 
office of the San Francisco department 
of the Commercial Union Assurance, 
remaining for about three years. He 
was then appointed special agent for the 
Commercial Union Group and remained 
with that organization until 1941, at 
which time he joined the Western Un- 
derwriters Association as field super- 
visor, later becoming assistant manager 

He became associated with the Chicago 
office of the Great American Group in 
1946 and was elected secretary of the 
fire companies in 1947 and a vice presi- 
dent of the companies on September 7, 
1949, assuming supervision of the West- 
ern Separtanent following the death of 
S. M. Buck. Mr. Newcomb has par- 
cipated organizational 
activities in the territory. 





extensively in 
midwestern 





Sanborn, Billings and Formo 

Mr. Sanborn entered the service of 
the Detroit Fire & Marine of the group 
in the underwriting department in 1931, 
and after field experience in Minnesota 
was transferred to Western depart- 
ment of the group in 1938 as agency 
superintendent. In 1947 the was ad- 
vanced to executive assistant and elect- 
ed a secretary of the companies in 
April, 1948. 

Mr. Billings began his insurance ca- 
reer in 1934, entering the employ of the 
Great American Group in the home office 
of the Detroit Fire & Marine. He was 
transferred to the Chicago office of the 
group in 1947 and appointed an agency 
superintendent after 13 years’ experience 
with the Detroit office, much of which 
was gained in the field. In 1948 he was 
appointed an assistant secretary of the 
fire companies of the Great American 
Group and in September, 1949 was elect- 
ed a secretary. 

Mr. Formo is a graduate of North 


Dakota College. After two years with 
the United States Department of Agri- 
culture he entered the insurance business 
as a local agent. He was employed by 
the Great American in 1938, first as 
fieldman and adjuster for the farm and 
hail departments and later doing regular 
special agency work in the State of 
Minnesota. In 1944 he joined the United 
States Navy, returning to the Great 
American in April, 1946, to become as- 
sistant manager of the farm and _ hail 
departments, and in February, 1951, was 
elected an assistant secretary of the 
companies at the Western department 
in Chicago. 


National Service Org. 
Drops Multiple Peril 


Members of the National Insurance 
Service & Advisory Organization have 
voted to change the name to the Na- 
tional Service Organization and to drop 
all functions relating to multiple peril 
underw riting. The organization will con- 
fine its activities to multiple location 
reporting form business. 
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Prize for N. Y. Society 
Auto Adjusting Course 


Arthur C. 
of Insurance of 
of New 
cash prize of 
the Automobile 


York, Inc., 
25 has been 
Claims 


cal damz uge loss adjusting class. 
the prize a student must be the top stu- 


dent for the full 


year which 


Goerlich, dean of the School 
the Insurance Society 
announces that a 
offered by 
Association, 
Inc., to students in the automobile physi- 
To win 


includes 

















OUR HAT’S OFF! 


So is our coat. And, our sleeves are 
rolled up. We're ready, at the drop of 
the hat, to help our agents win and 
hold business to meet and beat 


helpful 


home office co-operation . . . Constant, 


competition. With sincere, 


careful checking to uncover new oppor- 
tunities for more sales . . . Timely 
coverages that win and hold customers 


... Loss adjustments that tie cus- 


EIGHTY SEVEN KILBY STREET, BOSTON, MASSACHUSETTS 


tomers closer to our agents ... Field- 


men with facts, figures and methods 


that tip the scales in our agents favor 


... Tested selling helps that change 


apathy into positive, profitable action. 


Are you interested? 





YOURE 

UP FRONT 
WITH THE 
BOSTON 
AND 

OLD COLONY 


examinations, clinic reports, class grades, 
and attendance. 

The general objective of the automo- 
bile property damage loss adjusting 
course is to teach the principles in- 
volved in the construction and operation 
of the automobile with emphasis on 
damages and claims. Subjects covered 
include automobile construction and de- 
sign; analysis of all types of automo- 
bile damages; estimating of damages; 
the methods and equipment used in the 
automotive trade; and problems con- 
fronting the appraiser, adjuster or ex- 
aminer. 


Boston Names Moorhead 
Special in Western Pa. 


The Boston and Old Colony announce 
appointment of Dick L. Moorhead as 
special agent who will supervise western 
Pennsylvania other than Allegheny 
County for the companies. His head- 
quarters will be at 1601 Arrott Building, 
Pittsburgh. A native of western Penn- 
sylvania, he attended Muskingum Col- 
lege in Ohio, and since then has made 
a career of insurance with agency and 
company experience in fire, automobile 
and inland marine lines. 


New York Board Losses 
Include Extended Cover 


The New York Board of Fire Under- 
writers’ committee on losses and adjust- 
ments reports that 1,280 losses were as- 
signed to it in September for $1,890,840 
compared to 484 losses for $1,838,358 
for the same month in 1951. Under the 
new breakdown the September losses 
show 244 claims for fire for $1,626,960; 
1,033 extended coverage claims for $262,- 
980, and three sprinkler leakage losses 
for $900. Comparable figures are not 
available for 1951. While there was an 
increase of 164% in the number of 
claims for September over last year the 
increase in amount was only 3%. 

For the first nine months of this year 
the committee was assigned 8,582 losses 
for $19, 100,980 against 4,878 claims for 
$13,578,992 in the same period last year. 
Secretary E. C. Niver points out that 
while recent reports from this commit- 
tee have indicated a substantial increase 
in the number of losses, this has been 
largely the result of increased claims 
for windstorm damage under extended 
coverage. In order to furnish member 
companies more adequate information, 
the committee is now reporting sepa- 
rately each month relative to the fire, 
extended coverage and sprinkler leakage 
losses referred to the committee. It will 
not be possible to furnish comparative 
figures broken down on these three 
classifications until October 1, 1953. 


MOUNTAIN CLUB ON NOV. 24 

The Mountain Insurance Field Club 
will meet Monday afternoon, Novem- 
ber 24, at the Manchester Country Club, 
Manchester, N. A. Hudson or 
Harry Ferris of the New Hampshire 
Board of Underwriters will be present 
to discuss a change in procedure. Fol- 
lowing the business meeting there will - 
a dinner at 6:30 p.m. William A. 
is president of the club. 
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Farm Fire Protection 
Meeting at Chicago 


COMMERCE CHAMBER SPONSOR 





Dennis Smith of Home Is Chairman; 
Many Speakers on Farm Fire 
Risks Listed 





3etter fire protection for farms will 
be discussed at the annual meeting of 
the agricultural committee of the Na- 
tional Fire Waste Council at the Edge- 
water Beach Hotel in Chicago, Novem- 
ber 18. The council is sponsored by the 
Chamber of Commerce of the United 
States. Chairman of the committee is 
Dennis C. Smith, assistant manager of 
the farm department of the Home In- 
surance Co., at Chicago. 

The speaker at the luncheon will be 
Donald Ross, merchandising manager, 
Successful Farming magazine of Des 
Moines, whose subject will be “The 
Fifth Plate.” 

Other speakers are as follows: 

Spencer Shaw, manager, northern 
central division of the Chamber of 
Commerce of the United States, Chicago. 


Other Speakers Named 


Charles T. Houston, assistant mana- 
ger, Insurance Department, Chamber of 
Commerce of the United States, Wash- 
ington, D. 

Laurence H. Glens, executive director, 
Illinois Association of Fire Protection 
Districts, Springfield — “The Develop- 
ment and Growth of Rural Fire Pro- 
tection Districts.” 

Thomas E. Long, manager, farm bu- 
reau, Portland Cement Association, Chi- 
cago—‘“Concrete Fire Cistern Construc- 
tion.” 

Dr. A. G. Chapman, chief, division of 
Forest Management Research, Central 
States Forest Experiment Station, U. S. 
Forest Service, Columbus—“Rehabilita- 
tion of Strip-Mined Land by Reforesta- 
tion.” 

Donald M. Higgins, national director 
of health and safety, Boy Scouts of 
America, New York—“Rural Scouting 
Safety Program.” 

S}owman K. Breed, associate engineer, 
oil burning division, Department of 
Gases and Oils, Underwriters Labora- 
tories, Inc., Chicago—“Inherent Hazards 
in Crop Drying Equipment.” 

Following the morning talks will be 
an open forum on improvement of farm 
fire protection and prevention methods. 

Two films will be shown, “A 3,000 
Gallon Cistern for Better Fire Protec- 
tion,” presented in connection with Mr. 
Long’s talk, and “Chicago, U. S. A,, 
Super Live Stock Market,” presented 
by Arthur Stewart, public relations di- 
rector, Union Stock Yards and Transit 
Co., Chicago. 


Agents’, Brokers’ Course of 


New York Society to Open 


An agents’ and brokers’ course given 
by the School of Insurance of the Insur- 
ance Society of New York, Inc., will 
have its first session on December 1. 
This course has been designed to con- 
clude in June just prior to the June 
brokers’ examination. 

Classes will be scheduled on Monday, 
Wednesday, and Friday from 6 p.m. to 

p.m. in the downtown New York area. 
A 150 hour program including law of 
contracts and agency, fire, inland marine, 
automobile, general liability, bonding, 
workmen’s compensation, accident and 
health, miscellaneous insurance, and 
state supervision will be covered. Vari- 
ous instructors specialized in their par- 
ticular fields will conduct the classes. 
Upon satisfactory completion of this 
Program, students will be certified to the 
New York Insurance Department as eli- 
gible candidates for the Department’s 
agents’ and Brokers’ examination. 
Registrations are now being accepted 
at the office of the Insurance Society 
of New York, Inc., 16 Liberty Street. 
For further information call Glenn D. 
acer educational assistant—DIgby 


1952 Best’s Aggregates 
And Averages Published 


The 1952 edition of Best’s Aggregates 
& Averages, just published, is thor- 
oughly revised in method of presenta- 
tion and introduces 40 new pages of 
material not previously available. 

This book is a statistical history of 
fire and casualty insurance and now 
covers all stock companies and mutual 
companies writing 75% of all mutual 
business. Through tables and graphs, it 
permits a grasp of trends over the past 


50 years, and shows the comparative 
position of the various carriers with 
respect to premium volume, operating 
expenses, assets and liabilities, under- 
writing results, experience by line, etc. 
Each company’s position is measured 
against aggregate figures for the indus- 
try and for its own class of carrier. 

This year, for the first time, there is 
shown the underwriting experience by 
lines and by companies of the so-called 
fire classifications... fire, extended cov- 
erage, allied fire lines, ocean marine and 
inland marine. 


At a cost of $10 each, copies may be 
obtained from the home office of the 
Alfred M. Best Co., Inc., at 75 Fulton 
Street, New York, or from any of its 
branch offices in Atlanta, Boston, Chat- 
tanooga, Chicago, Dallas and Los An- 
geles. 

AUTO CLAIMS ASSN. MEETS 

The Automobile Claims Association of 
New York held a luncheon meeting yes- 
terday at Miller’s Restaurant. James W. 
Sherwood is president. 
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**Penn’s treaty with the Indians”. 
by H. B. Hall after the painting by Benjamin West. 
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From an engraving 


Trustworthiness 


William Penn’s dealings ‘with the Indians were so s« ‘rupulously 
fair... and they trusted him so implicitly . 


.. that Pennsylvania 


was preserved from Indian attack throughout his lifetime. 


insurance. . 


interests to these companies. 


your particular needs. 


Trustworthiness is a quality that lies at the very root of sound 
. and it is this quality, as exemplified by the Great 
American Group of Insurance Companies, that has influenced 
Americans for more than eighty years to entrust their insurance 


If you have an insurance e problem, you will do well to consult 
one of Great American’s 16,000 loc alage snts,or your broker. Without 
obligation, either will assist you in working out a program to suit 


Great American Group 


of Insurance Companies 


GREAT AMERICAN + GREAT AMERICAN INDEMNITY + AMERICAN ALLIANCE » AMERICAN NATIONAL - DETROIT FIRE & MARINE + MASSACHUSETTS FIRE & MARINE + ROCHESTER AMERICAN 


WORLD-WIDE FACILITIES FOR PRACTICALLY ALL 


FORMS OF 


INSURANCE EXCEPT LIFE 
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AMA Conference 


(Continued from Page 1) 


who experienced serious loss of their 
records, 43% did not resume business; 
17% furnished financial statements be- 
fore the loss, no longer do so; 14% suf- 
fered a reduction in their credit ratings ; 
% of the credit ratings were unaf- 
fected. 

‘The accounts receivable policy in- 
sures actual loss sustained by the as- 
sured through inability to effect collec- 
tion of unpaid balances or accounts, but 
only when inability to effect collection 
results directly from loss of or damage 
to the assured’s accounts receivable rec- 


ords. 


Rela policy also covers interest 
charges on any loan to offset impaired 


aierdicnh pending adjustment of any 
claim otherwise recoverable; extra ex- 
pense necessarily incurred in re-estab- 
lishing lost or damaged accounts receiv- 
able records; collection expense in ex- 
cess of normal collection costs made 
necessary by loss or damage to the as- 
sured’s accounts receivable records. 

‘The adjustment of loss is as follows: 
In the event that the assured cannot 
accurately establish the total amount of 
accounts outstanding as of the date loss 
or damage occurs, it is agreed that such 
amount shall be based on the assured’s 
monthly statements. 

“It is further agreed that in deter- 
mining the amount of the company’s lia- 
bility for any loss or damage hereunder, 
there shall be deducted from the total 
amount of accounts the amount of such 
accounts evidenced by records not lost 
or damaged, or otherwise established or 
collected by the assured, and an amount 
to allow for probable bad debts which 
would normally have been uncollectible 
by the assured. On deferred payment 
accounts, unearned interest and service 
chi urges shall be deducted,” Mr. Lelli said. 

“At the time of policy insurance, in- 
formation is required as to. actual 
amounts of outstanding accounts re- 
ceivable at the end of each of the 24 
months preceding attachment of policy. 

“The amount of provisional advance 
premium is based on the monthly aver- 
age amount of accounts outstanding for 
the 12 months prior to date of policy is- 
suance. Be sure the limit of liability in 
the policy is sufficient to take care of 
your peak month. 

‘The assured furnishes the company a 
written statement of the total amount 
of accounts outstanding as of the last 
day of each fiscal month during the 
policy period. At each anniversary date 
of the policy, pro rata adjustment of the 
provisional premium is made on_ the 
basis of the actual average of accounts 
outstanding for the preceding 12 months 

“Each risk is lnlisilentiy rated and 
consideration is given to fireproof 
vaults or safes in which the records are 
kept when not in use. Policies are avail- 
able for a term of three years at 2% 
limes the annual rate. 

Destruction of Records Insurance 


‘The destruction of records policy is 
solely designed for the insuring of rec 
ords. The policy insures against all risks 
of direct physical loss of or damage to 
the records subject to the following ex- 
clusions: the usual war clause, wear 
tear, gradual deterioration, vermin, and 
inherent vice. It does not insure against 
loss or damage to money or securities 
This is the extent of exclusions,” Mr 
Lelli observed 

“In the event of loss the company’s 
liability is the actual cost of material, 
labor and expenses necessary to repro- 
duce or replace the insured records. 

‘If data is available this would mean 
only the cost of material and trans 
cribing or copying, but if no data is 
available, the reproduction or replace- 
ment could involve engineering, re 
search, field, laboratory, or managerial 

—in fact, any activity necessary to re- 
produce or replace. In this respect the 
coverage is far superior to the fire poli- 
cies that have the following condition: 
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‘The liability of this company under this 
item for loss to books of account, draw- 
ings, card index systems, and other rec- 
ords shall not exceed the cost of blank 
books, blank pages, or other materials 
plus the actual cost of labor in trans- 
cribing or copying said records.’ 

“As I interpret this wording, the fire 
policies with this condition will not pay 
for records destroyed or damaged un- 
less duplicate copies or other data js 
available to make copying or transcrib- 
ing possible. Under these circumstances 
many firms have no protection under the 
Fire form. Those who have data which 
enables copying or transcribing are pro- 
tected if the value thereof was consid- 
ered at the time of insurance purchase. 
Then, regardless of the extent of loss to 
this and other property, and irrespective 
of the agreed amount clause, coinsur- 
ance, Or nO coinsurance, recovery scems 
assured. ’ 

Some insurance buyers include record 
values in their totals when arranging for 
insurance. My experience in dealing with 
hundreds of cases reveals many do not, 
When fire insurance is written with the 
agreed amount clause and a tote al loss is 
not involved, the omission is not costly, 
but when record values are in six or 
seven figures and a total loss occurs, 
the oversight is as serious as if building 
or machinery additions have been made 
and their value overlooked.” 

Boehner on Insurable Values 

Mr. Boehner of the Western Adjust- 
ment & Inspection Co. spoke on apprai- 
sal technique for determining insurable 
values saying that the most common 
forms of appraising values for insurance 
purposes are as_ follow: 

Detailed appraisals by appraisal com- 
panies, computations arrived at by the 
insured’s engineers or accounting de- 
partments, appraisals by insurance com- 
panies, survey made by outside con- 
tractor. 

Basically these methods of computa- 
tion are designed to assist the insurance 
buyer in his determination of ‘insurable 

value’ at a given location and involving 
certain designz ated property,” Mr. Boeh- 
ner observed. 3ut we must go further. 
Is not another purpose equally as im- 
portant, such as a sound detailed analy- 
sis which can be presented to the in- 
surance adjuster after a casualty has 
occurred? After all, it is the summation 
of the individual items that determine 
the insurable value. 

“The burden of presenting the de- 
tailed data required by the policy con- 
ditions rests with the insured. This 
must include description and _ identifica- 
tion to properly identify the items as 
well as the current replacement cost, 
depreciation, value and loss. Without 
detailed data to serve as a basis of 
claim the determination of the adjust- 
ment between the insured and the com- 
pany may very well be an unsatisfactory 
compromise. 

“From the adjuster’s viewpoint, these 
appraisals by appraisal companies usu- 
ally are in sufficient detail and well or- 
ganized. Occasionally we find reason to 
disagree with the rate of depreciation, 
but as a whole this type of appraisal is 
valuable in the determination of value 
and loss. Our most frequent complaint 
is that the appraisal has not been kept 
up to date and replacement of worn out 
equipment not adjusted for ‘ins and 
outs.” 

3uilding appraisals sometimes are 
trended after original calculations, which 
is not always an accurate method. Such 
appraisals, when kept up to date, at least 
on an annual basis, with proper consid- 
eration for all insurable property, are 
valuable evidence of value upon which 
the insured has detworaaned the amount 
of insurance required under his policy. 


Computations by Engineers 

“Computations made by the insured’s 
engineers or accounting department as 
a rule have not been as concise as We 
would like on buildings. Too often a 
square or cubic foot unit price is used. 
This is not really accurate. Determina- 
tion of value of buildings must be item- 
ized in detail by trade. Since the last 
war there has been a decided change in 
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construction costs as a certain trade 
compares to another in the increased 
cost. 

“Even in the case of certain type of 
stock, values sometimes vary consider- 
ably even ina 30- -day period,” Mr. Boeh- 
ner continued. “The insured’s employes 
many times fail to grasp the fact that 
current replacement costs are needed 
as a basis before depreciation. In most 
cases where insureds rely on accounting 
records, we find that the value of many 
items that are charged to expense in 
today’s operations of the business are 
inadvertently omitted and not included 
in the value calculations for insurance. 

eaune appraisal service by an insurance 
company is in most instances strictly an 
accommodation to the insurance buyer 
and his agent. Most companies do not 
have their organization staffed wtih such 
experts. Basically their job is one of 
engineering from a hazard standpoint 
to minimize the possibilities of a fire 
or other casualty. Fire rates are not 
predicated on a basis to enable the com- 
panies to maintain the type and size of 
staffs necessary to do a complete apprai- 
sal. Here again, in most cases, their 
peccocnittive must resort to square or 
cubic foot calculations as a basis for 
replacement cost. This type of calcula- 
tion does not give an accurate basis for 
determining value. 

“A survey, properly detailed, by an in- 
dependent contractor is in many ways 
similar to that used by the appraisal 
companies. That means a schedule of 
quantities and descriptions of the vari- 
ous component parts of the building, 
less depreciation, or if contests are in- 
volved, a detailed and descriptive sched- 
ule listing these at replacement cost and 
following with the determination of the 
depreciation by an independent con- 
tractor is usually the stumbling block. 
It is only fair to state that their prime 
function is to build—not to evaluate. 

“The biggest problem with an apprai- 
sal, and it does not make any difference 
who made it, is the failure to keep it 
up to date. In the past, there have been 
years where the costs have not mate- 
rially changed. Today we cannot ac- 
cede to any such thought. Costs have 
climbed tremendously during the past 
ten years and may well continue to do 
so. It is my opinion that whatever ap- 
praisal method is used, it is necessary 
to review building appraisals at least 
once a year, and contents every six 
months to a year, depending on whether 
or not ‘ins and outs’ are taken into con- 
sideration at the time they occur.” 


Loss Prevention 

Loss prevention as a factor in insur- 
ance costs was discussed before the 
American Management conference by 
Mr. Ousley, vice president of the Bos- 
ton Manufacturer’s Mutual Fire. He de- 
clared that the most important single 
factor in a successful loss prevention 
program is participation and coopera- 
tion of the workers. Without their coop- 
eration, nothing can be accomplished. 
Good safety methods must be sold to 
supervisors and workers. They will be 
accepted only when they are clearly un- 
derstood and are logical, convenient and 
desirable from their point of view, he 
said. 

“They have to be shown what safe 
habits will do for them,” Mr. Ousley 
continued. “Further, the program should 
enhance the prestige of the supervisor. 
Finally, holding interest and cooperation 
requires that results be reported fre- 
quently. 

“Let’s see how it works in a few com- 
panies that have had notable success 
with their loss prevention program. 


Monsanto Chemical Co. Program 
“First, we'll take a very large organi- 
zation, Monsanto Chemical Company. At 
Monsanto, an insurance committee, con- 

sisting of the director of general engi- 
neering: and the treasurer, is responsible 
for all insurance. An assistant treasurer 
does the buying and underw riting of in- 
Surance, as approved by the insurance 
committee, and also files all statements 
and claims with the insurance carriers. 
An insurance engineer operates under 
the director of general engineering and 


cooperates with the assistant treasurer 
in the same manner that the director 
of general engineering cooperates with 
the treasurer. He is responsible for 
engineering phases of fire and boiler and 
machinery insurance, such as recommen- 
dations, adjustment of losses and deter- 
mination of insurable values. 

At the same level as the insurance 
engineer and the assistant treasurer, a 
safety engineer, operating under the di- 
rector of personnel relations, directs a 
company-wide safety program. It is his 
responsibility to formulate programs, es- 
tablish safety standards and advise the 
divisions and plants on all safety mat- 
ters. 

“Apart from these staff functions, 
the plant manager at each location is 
fully responsible for safe working con- 
ditions within the plant and for setting 
up and carrying out an effective safety 
program. The insurance and safety or- 
ganization is available for advice or 
assistance on any insurance, engineering 
or orgamizing problem. A safety direc- 
tor, working under the plant manager, 
is responsible for a well- balanced safety 
program to guide the plant in its acci- 
dent prevention activities. The plant 
engineer is responsible for the comple- 
tion of safety improvements. He also 
has the care and maintenance of the 


fire protective system. A fire chief, co- 
operating with the plant engineer and 
safety director, is responsible for organ- 
izing and drilling the fire brigade and is 
in command when there is a fire to 
fight,” Mr. Ousley continued. 

“What effect has all this had on ac- 
cidents and cost? During the last eight 
years, the Monsanto accident frequency 
rate has decreased 60% and compensa- 
tion insurance rates have decreased 23%. 
At the present time, company-wide in- 
surance premium is approximately 45% 
of manual. It, is interesting to note that 
the company’s accident frequency in 
1938 was about seven injuries per million 
man hours, decreasing steadily until it 
is now less than two. It 1s not as 
easy to show premium savings for fire 
insurance but it is significant that al- 
though Monsanto is in a rather hazard- 
ous business, all but two small plants are 
insured as preferred risks. 

Small Company Plan 

“Let me now show you how loss pre- 
vention works in a relatively small com- 
pany—the Leslie Co. of L yndhurst, 1 al & 
manufacturers of steam regulators since 
1900. When the present plant was built, 
in 1905, insurance companv recommen- 
dations were followed and that has been 
the policy ever since on additions and 
alterations. 


“Top management has been very close 
to the problem and its good effects are 
obvious, with the result that the entire 
organization knows that loss prevention 
is an integral part of the production 
plan. 

“Safety meetings of 
held three or four times a year to 
promote safety at work, at home and 
on the highway and to encourage inter- 
est of employes in their job and in the 
business. Plant inspections are made 
weekly by key people on a rotating basis 
so that as many people as possible in 
the organization will be conscious of loss 
prevention. Department heads and su- 
pervisors are included in this group. 
There is an active safety committee, 
composed of representatives from each 
of the manufacturing departments. It 
meets once a month and makes sugges- 
tions and recommendations. Members 
of this committee also make regular 
safety inspections throughout the plant. 
Their suggestions are not only seriously 
considered but, in most cases, followed. 


all employes are 


“The company considers accident and 
fire prevention to be a never-ending job 
which must be spark-plugged by man- 
agement to be effective. The result has 
been fewer accidents, improved plant 
morale and productivit ty and extremely 
low insurance cost.’ 
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and the insured if each looks at the 

Banks Strongly Back matter in an impartial fashion. When 
Insurance to Value buildings are newly erected they are in 

the same category as the brand new 

mie diesel locomotive. The cost of both can 

VIEWS OF CHASE EXECUTIVE be readily determined. However, the 


locomotive usually is subject to financing 
only when it is new. On the other hand, 
the building may be the subject of a 
mortgage loan when it is five, ten, 
ES : twenty, fifty or more years old. 


Glavey Discusses New York City Prob- 
lems; Hopes Efforts of Banks and 
Insurers Will Impress Public 


Need for maintaining insurance to : 
value was stressed by Thomas F. Glavey, “Its value from a real estate stand- 
second vice president of the Chase Na- Point may bear no relation whatsoever 
tional Bank, when he spoke on insur- {tO its cost of replacement value. In 
able values before the recent Hemi- New York City, and we presume the 
spheric Insurance Conference in New Same conditions might apply in any 
York. There is a growing tendency, he large community, buildings are sold for 
said, on the part of banks to suggest $5,000 which have a replacement less 
to their borrowing customers that an epreciation value of, for example 
increase in insurance is necessary even $30,000. How much is such a structure 
if the bank’s interest would not be di- to be valued for insurance purposes. 
rectly prejudiced by the insurance pres Insurance deals with the tangible as- 
ently in force. Continuing to state how pects of the building. Real estate values 
banks are concerned with writing insur- depend on tangibles and intangibles. 
ance to value Mr. Glavey said: “The sale price of the building may 

“This action is taken because the bank have fallen because of the rumor of the 
realizes that it is not sufficient that it impending construction of an obnoxious 
alone be indemnified. A proper outlook factory nearby. This, however, does not 


change the mortar, lumber, plaster and 
fixtures of the building which items are 
the primary subject of the insurance and 
not the intangible which pertains to de- 
sir ibility of the neighborhood. 

“The average person does not under- 
stand the fact that things may have 
different values for different purposes. 


requires the bank to be concerned about 
the over-all financial status of its cus- 
‘omer even if the loan is secured by a 
lien on specific property. 
Sales Value Not Final 

“The insurable value of buildings 
questions which are ex- 
to both the underwriter 


some 
difficult 


poses 
tremely 













"To cultivate kindness is a 
valuable part of the business 
of life’’—Johnson 






_ . and it may be said also, 
‘‘s valuable part of the life of 
business.’ Because human contacts are 
so large a part of business, it follows that 
the more pleasant and considerate those 
contacts are, the more satisfactory a busi- | 
ness relationship is. 








Understanding of their problems and a willingness to help solve 
them, underlies the courtesy we aim to show Agents and Brokers 
in their dealings with us. We find that courtesy thus expressed, 
helps to create lasting friendships and mutual benefits. 

The eateteanaes coven Ocean Group of seven Fire and two 
Cas f the leading insurance organizations 
in rie world. Our Gh sncial Strength, Dependability, and Long 
Experience as an Agency or- 
ganization have earned us a 
high place in the insurance 
world. 
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They seldom realize that frequently 
there is no relationship whatsoever be- 
tween values for tax assessment pur- 
poses, real estate value, replacement 
value, book value and insurable value. 
This is what causes the most trouble 
to banks insofar as the problem of 
proper insurance to value is concerned. 

“Unfortunately, the insurance industry 
is not directly in the firing line as are 
the banks. The insurance industry may 
urge the insured to maintain proper in- 
surance to value, but if the insured does 
not heed the advice no loss is sustained 
by the insurance industry if a loss sub- 
ject to coinsurance occurs. (Of course, 
we fully realize that when an insured is 
unable to recover the full amount of 
his loss, the insurance industry also suf- 
fers a loss through the ill will that is 
often engendered under such circum- 
sti ances). 

“When a bank holding a mortgage on 
a property subject to coinsurance urges 
the owner to bring his coverage in line 
with current insurable values, itsis doing 
so not in order to give a helpful sug- 
gestion, but to protect its own interest 
in the property. If the owner disagrees 
with the suggestion of the bank then 
the bank becomes involved in a_ full 
fledged dispute as to the amount of 
insurance that should be maintained. 
The insurance company merely recom- 
mends increasing the coverage but banks 
carry on the fight to make certain that 


insurance companies as a 
the occasional disputed loss, 
New York City Problem 
“The banks in New York City and the 
surrounding counties have had an espe- 
cially troublesome problem in this re- 
spect because coinsurance is m:z indatory 
with respect to all buildings 1 in that area. 
Banks in other locations in the hemi- 
sphere undoubtedly have similar prob- 
lems to the same or lesser degree, de- 
pending on the extent to which coin- 
surance is mandatory in their location, 

“Some idea of the troublesome aspect 
of the New York City situation may be 
understood by citing an example: The 
bank may hold title to a building which 
it offers for sale at a price of $15,000. 
It may sell the building for $5,000 cash 
and take back a mortgage for the bal- 
ance of $10,000. The same building may 
have been insured by the bank in the 
sum of $40,000 based upon 80% of an 
insurable value of $50,000. Naturally, 
after the sale the bank expects the new 
owner to maintain sufficient insurance 
to comply with the sor a ng clause 


result of 


of the policy and demands that he con- 
tinue to maintain insurance in the sum 
of $40,000. 

“At this point the average citizen 
feels that the bank has lost its reason 
since the property has just been sold 


for the sum of $15,000. It then devolves 
upon the bank to attempt to instruct 
the purchaser of the property in the 













it is procured. This means that fre- various fine points of insurable values, 
quently banks create more ill will in Unfortunately, however, the bank, be- 
the aggregate for themselves than the cause of the Mc: Anarny case, cannot be 
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I; THIS CLAUSE has been adopted for Fire pol- 
icies in your state, Mr. Agent, then we think 
you will be interested in our new Unearned 
Commission policy—especially designed to in- 
sure your Fire, Windstorm and Sprinkler Leak- 


age commissions. 


In those states where use of the National’s 
Unearned Commission policy has been ap- 
proved, coverage is available on a blanket or 
scheduled account basis. It is especially im- 
portant to agents writing large lines or accounts, 
as cancellation after a loss can mean substantial 


commission refunds. 


Our fieldman will gladly acquaint you with 
full details on coverage and rates. Or, if you 
prefer, write to us for full information. 
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certain that the purchaser would be en- 
titled to recover $40,000 if a total loss 
occurred two days after the sale, al- 
though the bank does know that the 
purchaser must maintain $40,000 of in- 
surance if he and the bank are to be 
in a position to recover a_ sufficient 
amount to fully repair any partial loss 
that may occur. 


Efforts by Banks to Keep Insurance 
to Value 


“During the past ten years the banks, 
and particularly savings banks, that 
have large investments in mortgages 
have exerted a tremendous amount of 
time and effort to inform their mort- 
gagors of the need for maintaining in- 
surance to value. At regular intervals, 
letters are sent to the mortgagors point- 
ing out the percentage of general in- 
crease in building construction § costs, 
and in many cases giving the actual es- 
timated increase for the buiiding in 
which the addressee of the letter is in- 
terested. (Since March 1, 1952, Chase 
National Bank has received policies 
from mortgagors aggregating in excess 
of $5,000,000 of additional fire insurance 
as a result of letters to mortgagors on 
this subject.) 

“We do not think that this effort 
should be necessary on the part of the 
banks. In the case of smaller properties, 
the effort cannot be made by the indi- 
vidual broker or agent since the com- 
mission on the premium involved for 
the smaller residential property would 
not warrant the cost of doing this work 
insofar as the agent or broker is con- 
cerned. 

“Individual companies have frequently 
put out excellent material on the sub- 
ject but, unfortunately, such material 
does not receive the widespread dis- 
tribution it deserves. Furthermore, when 
such explanatory information is put out 
by one company it is not believed to the 
extent that it would be if it were issued 
by an impartial body, such as a rating 
bureau. It would seem to us that con- 
siderable good would be accomplished 
if all fire insurance companies doing 
business in a given area paid for the 
cost of large attention-compelling adver- 
tisements, which give an ex xplanation 
of the coinsurance clause as it is used 
in the area and/or an explanation of the 
ordinary means of ascertaining insur- 
able values, and comments on the per- 
centage increase of such values which 
have occurred over the past ten years. 

“Such advertising should not be over 
the name of one insurance company but 
over the name of the local rating bureau, 
and if no rating bureau is in existence 
then the names of all the insurance com- 
panies in the area should be shown in 
order to indicate that what is set forth 
is not something that pertains only to 
one company but is something that is 
basic to insurance regardless of what 
particular insurance company writes it. 


Insureds Often Disregard Advice 


“It is sad but true that frequently in- 
sureds pay no attention to the excellent 
advice given them by their brokers, 
agents and insurance companies. This 
results from the fact that the insured 
too often feels that the advice is being 
given solely for the purpose of selling 
more insurance. We in the bank see 
examples of this very frequently not 
only in connection with insurable values 
but with all types of insurance protec- 
tion. Often, in reply to a_ suggestion 
made by us our customer will say that 
his insurance advisor has been suggest- 
ing the same thing for years but now 
that the bank states the same thing 
he feels that it must be the proper ac- 
tion for him to take. 

“A tremendous amount of good could 
be done for the insurance industry and 
its insureds if a well planned program 
designed to acquaint the general public 
with insurance principles could be car- 
ried on in the daily press and the more 
popular magazines. It is surprising how 
fast people appreciate the need for a 
Proper insurance program once they 
hear an explanation of the functions and 
basic rules of insurance from an impar- 
tial source.’ 











Will Strange Foreign Laws 
Be Disastrous 


—To Those In Your Community ? 





UTOMOBILE LAWS in foreign countries frequently are 
strange indeed. Some countries prevent motorists 
from entering until they have complied with local laws. 
Others hold certain types of serious accidents to be crimes. 
And when one is found guilty, the verdict usually is 
accepted as proof of liability in any civil suit for damages 
that follows. 

Individuals in your community touring abroad for 
pleasure, and business concerns operating company 
vehicles in foreign lands, need insurance protection that 
will stand firmly behind them wherever trouble may strike. 


Provide them with sound protection through the Ameri- 
can Foreign Insurance Association . . . protection written 
by experts who know the laws of foreign countries . . . 
protection conveniently serviced by claims agents through- 
out the world. 

The American Foreign Insurance Association will gladly 
quote rates and give you fullinformation on any specific risk. 


AMERICAN FOREIGN 
INSURANCE ASSOCIATION 


161 William Street + New York 38, New York 


CHICAGO OFFICE: Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
SAN FRANCISCO OFFICE: 98 Post Street, San Francisco 4, California 
WASHINGTON OFFICE: Woodward Building, 733 15th Street, N.W., Washington 5, D.C. 


AN ASSOCIATION OF AMERICAN CAPITAL STOCK FIRE, MARINE AND CASUALTY 


INSURANCE COMPANIES PROVIDING INSURANCE PROTECTION IN FOREIGN LANDS 














NELSON B. YODER DIES 
Treasurer of Fire Association of Phila- 
delphia Was 57; Active in Account- 
ing and Other Groups 
Nelson B. Yoder, treasurer of Fire 
Association of Philadelphia and its af- 
filiate, Reliance of Philadelphia, died 
November 5, in Collingswood, N. J., 
following a prolonged period of illness. 

He was 57 years old. 

Mr. Yoder was educated in public 
schools in Schuylki il] County and was 
a graduate of the Wharton School of the 
University of Pennsylvania. In 1918, 
he began his business career with an 
accounting firm jin Buffalo, N. Y. In 
1923 he joined the Independence Indem- 
nity, Philadelphia, and in 1926 became 
associated with the Fire Association 
Group, engaging in financial and tax 
matters. He was elected assistant treas- 
user in 1937, and was elevated to treas- 
urer in 1948. 

Mr. Yoder was treasurer of the Amer- 
ican Institute for Property & Liability 
Underwriters, Inc. and the Insurance 
Institute of America. He was a mem- 
ber of the Insurance Accountants As- 
sociation, the committee on uniform 
accounting of the National Board of 
Fire Underwriters, and the Insurance 
Society of Philadelphia. In addition, he 
was a Mason and a member of the 
Benjamin Franklin Consistory. He also 
served as financial adviser and council- 
man for the St. Paul’s Evangelical Luth- 
eran Church of Collingswood, New Jer- 
sey. 

He is survived by his wife, the for- 
mer Azul Smith, two sons: Byron O 
Yoder and Robert Alton Yoder; and 
three grandchildren. He is also. sur- 
vived by two sisters: Mrs. Dorothea R 
Ressler of Hegins, Pa., and Alice M. 


Yoder of P hil adelphi a. 


Buchenbernes hapoues 
On Blue Goose Life Ins. 


Max C. W.. Bucher pura. “it special 
agent of the Underwriters Salvage Co. 
of New York, reports that the Blue 
Goose group life insurance coverage on 
members of the New York City Pond 
totals $203,000. Mr. Buchenberger, who 
is life insurance chairman of the New 
York Pond, says that in some 15 years 
the Bankers National Life, which car- 
riers the group cover, will have had 100 
policies issued to pond members. Dur- 
ing that time only four deaths have 
occurred. 

Due to the low rates for this blanket 
continuous term coverage Mr. Buchen- 
berger has urged all members of the 
pond to take advantage of the life in- 
surance facilities offered by buying the 
coverage in amounts from $1,000 to 
$5,000, the latter being the maximum 
amount allowable to any one member 
of Blue Goose. 


Fire Prevention Standards 


For Homes in Wooded Areas 


The natural inclination for people to 
build houses or cabins in forested areas 
of lighter than average urban residen- 
tial construction increase the chances 
of fire, warns the National Fire Protec- 
tion Association’s forest committee in 
“Tentative Fire Prevention Standards 
for Homes, Buildings and Camps in 
Forested Areas,” issued in Boston. 

When a fire does get started in one 
of these country places it is quite dif- 
ferent from the city fire, where dis- 
covery and response are usually prompt. 
Copies of this new tentative standard 
are available from the National Fire 
Protection Association, 60 Batterymarch 
Street, Boston, at 35 cents each. 





MASS FOR R. A. CORROON 

A solemn requiem mass for Richard 
A. Corroon, late chief executive of the 
Corroon & Reynolds Group, will be cele- 
brated on Friday, November 14, at the 
Church of Our L ady of Victory, William 
and Pine Streets, New York City. The 
mass will be at 11 a.m. and the Reverend 
James G. Gillen will be the celebrant. 
Mr. Corroon died on November 14, 1946, 
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Limitation of Liability in Baggage 
Ticket Where No Receipt Is Issued 


ayles case, 


The question of a carrier’s limitation 
of liability for lost or stolen baggage 
where no check, token or mark was is- 
sued to the owner is analyzed by Harold 
S. Daynard, chairman of the law com- 
mittee of the Inland Marine Claims 
Association in the latest Bulletin of that 
jation. This Bulletin is a monthly 
feature prepared in conjunction with the 
educational program of the IMCA. In 
the case under discussion the court held 
the plaintiff passenger was entitled to 

[ tl loss from the 

Bulletin states 


assoc 


recovery for the full 
defendant carrier. The 
as follows: 

It has that am- 
biguity in tari iffs against 
the carrier which prepared them. In the 
case of Sayles, 66 N.Y. Supp. 2d, 3/7 
it was held that a re limitation pursu- 
ant to the National Bus Tariff Associa- 
tion baggage tariff which applied only 
to checked baggage was not applicable 
when the baggage was taken by the bus 


held oft-times 
is construed 


been 





driver without giving a check or receipt 
therefor to the passenger (reter to 
Paths and Bypaths, page 183). 


Sambur v. Short Line System of Hudson 
Transit Lines 


\ similar holding is found in the 
recent case of Sambur vy. Short Line 
System of Hudson Transit Lines, 112 
N.Y.S. 2d 514, which involved the fol- 
lowing facts: Plaintiff on July 3, 1947 
purchased tickets for himself and fam- 
ily, deposited two bags adjacent to de- 
fendant’s bus in New York City which 
they boarded for passage to rege Shel- 
drake, New York, via the State of New 
Jersey 

Jaintiff’s luggage was lost in transit 
resulting in this suit. It is undis puted 
that the two bags were left near the 
bus, pursuant to direction of defendant’s 
driver, to be placed in the baggage com- 
partment of the bus located under the 
floor. No check, token or mark was 


issued or employed ie defendant to 
plaintiff's luggage. 

Arguments advanced by bus 

follows: Defendant contends 

that its liability is limited to the sum 
of $50 ($25 for each bag) Federal regu- 
lations interstate transportation cover- 
ing common carriers, U.S.C.A. Title 49, 
Sec. 20 (11) and (12) Title 49, Sec. 
319, schedules of which were duly filed. 

Notice of Baggage Regula was 
posted in defendant's terminal or station 
in New York City in the following lan- 
guage 

“Checking of Baggage—Free Baggage 
alle One or more pieces of bag- 
gage or property not exceeding 150 
pounds in weight or $25 in value may be 
1 * * * 


company 


were as 











tions 


mwance: 


checkec 
“Limitation of liability: 
liable, in the event of lost or 
baggage, for a greater amount 
for one or more pieces of baggage or 
property of an adult ticket * * * 
Plaintiff's Contention 
on the case 


carrier is not 
damaged 
than $25 





“Plaintiff relies principally 
of Sayles v. Interstate Busses Corp., 
187 Misc. 286, 66 N.Y.S. 2d 377 (City 
Court of Albany), holding that baggage 
not checked does not come within the 
Federal Regulations, i.e. liability limited 
to $25 for each bag lost. Plaintiff con- 
cedes that had the baggage been 
checked, liability would then be limited 
to $50,” the court stated. 

In the opinion of the court the case 
did not involve checked baggage and ac- 
cordingly the plaintiff was permitted a 
full recovery. In reaching its conclusion 
he court stated: 

“The only New York case, 
the court’s attention by either side, 


called to 
bear- 


ing on this question, is the S 
supra. 


Checked’ is defined in Webster’s 


unabridged dictionary ‘To verify, guard 
or make secure by means of a mark, 
token or similar check; to distinguish 

; 


by a check; to put a mark against * * *., 
1) Defendant was engaged in inter- 
state commerce. Federal Regulations 
thereby govern. 
Plaintiff Did Not Check Baggage 
“(2) The one question presented on 
this trial therefore is this. ‘Did the 
plaintiff check his baggage with the 
defendant as comprehended by the Fed- 
eral regulations limiting liability ?’ Stat- 
utes in derogation of the common law 
must be strictly constructed. Transit 
Commission vy. Long Island R.R. Co., 
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253 N.Y. 345, 171 N.E. 565; (McKin- 
ney’s Consolidated Laws of New York, 
Book 1, Statutes, par. 301.) 

“(3) The word ‘checked’ in the Fed- 
eral statute, limiting common law liabil- 
ity must be strictly construed. 

“(4) The court must find that the 
plaintiff's baggage was not checked as 
contemplated by the Federal statute, 
supra. 

“(5) It follows that the plaintiff is 
entitled to recover the full value of 
his loss. This presents a more difficult 
problem, I find, however, that since 
most of the items which made up the 
loss were used or second hand, a rea- 
sonable valuation would be two-thirds 
of the original cost which figure was 
used by the plaintiff in most instances. 
Judgment for the plaintiff in the sum 


of $492.” 











PONTE VECCHIO ~— Since the 14th century when 
the Ponte Vecchio was completed, Florence, Italy, 
has been known as one of the chief repositories of the 
most beautiful thin, gs in the world. 
its goldsmiths, weavers, sculptors. silversmiths, artists, 


and lapidaries find their way to all parts of the world. 


The treasures of 








| 
| brokers will remind their clients that costly presents materially 


increase the need for insurance protection. 


Keep constant check of insurance to value. 


With the holiday season approaching, people are seeking 


unusual objets d'art suitable for gilts. Progressive agents and 
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Former New York City Police Captain 
H. Conrad Lueck to Aid Truckers to 
Reduce Truck Cargo Thefts 

ie ga New York City Police Cap- 
tain Conrad Lueck has been placed 
in ve of investigating and loss pre- 
vention activities of the Cargo Protec- 
tion Bureau, in New York, according to 
Jack Seide, president of Babaco Alarm 
Systems, Inc., sponsors of the research 
unit which serves the truck transporta- 
tion industry. 

“Heretofore, the Cargo Protection 
sureau has concentrated on gathering 
statistical information on cargo thefts, 
pilferage and hijacking,” Mr. Seide said. 
“Now we are providing, as a_ public 
service to truckers hauling valuable mer- 
chandise, free counseling on theft pre- 
vention by an expert in the field.” 
According to Mr. Seide, Captain Lueck 
will assist truckers in curbing and elim- 
inating losses due to cargo theft, pilfer- 
age and hijacking by counseling them 
on proper security for keys, knowing 
their employes, effective use of burglar 
alarm equipment and other protective 
devices, checking receipts and safe han- 
dling of packages. 


Prior to his recent retirement, and 
for the past six years, Captain Lueck 
was in complete charge of the New 


York Police Department’s photographic 
bureau, which has the most modern 
equipment and best trained personnel 
of any unit of its type in the country. 
He is also known as a lecturer on finger- 
printing, identification and photography. 

Captain Lueck joined the New York 
City police service in 1925 and _ studied 
business organization and management 
at New York University. He is an ac- 
tive member of the International Asso- 
ciation of Chiefs of Police and Inter- 
national Association of Identification. 


Admiral Cochrane Speaker 
At Marine Banquet Nov. 20 


Vice Admiral E. L. Cochrane, United 
States Navy retired, will be the principal 
speaker at the annual banquet on Thurs- 
day, November 20, at the Waldorf- 
Astoria in New York City, to celebrate 
the 54th anniversary of the American 
Institute of Marine Underw riters. Presi- 
dent Owen C. Torrey, who is general 
manager of the Marine Office of Amer- 
ica, will preside as toastmaster 

Admiral Cochrane has recently re- 
turned as dean of engineering to Mas- 
sachusetts Institute of Technology at 
Cambridge, after a leave of absence in 
Washington, where he served as chair- 
man of the Federal Maritime Board and 
with the maritime division of the U. S. 
Department of Commerce. 





Underwriters Salvage Co. 
Transfers Wells to Coast 


Underwriters Salvage Company ot 
New York announces appointment ot 
George J. Wells as general agent in 1ts 
Pacific Coast department. Mr. Wells 
has been with the Underwriters Salvage 
Co. of New York for 28 years. He has 
had wide experience in the handling of 
cotton, grain, general merchandise and 
other losses common in that area. 


INLAND CLAIMS ASSN. MEETS 
The Inland Marine Claims Association 
held a dinner meeting on Wednesday, 





November 12, at Miller’s Restaurant 
in New York City. President James 
N. Coppins presided and the subject 


for discussion was fine arts appraising. 
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General Re. Opens New 
Midwestern Department 


ESTABLISHED IN KANSAS CITY 


Vice President Hall in Charge; Boutz 
North Star Assistant Secretary Han- 
dling Fire and Inland Marine 


Edward G. Lowry, Jr., chairman of 
General Reinsurance Group, announces 
the opening of its new midwestern de- 
partment with offices in the 1012 Balti- 


more Building, Kansas City, Mo., 
November 13. Charles W. Halll, vice 
i 





CHARLES W. HALL 


president of General Reinsurance Corp., 
will be in charge, assisted in casualty 
matters by William H. Kern. 

The new department will have avail- 


able facilities of General Reinsurance 
and North Star Reinsurance Corp. for 
casualty, surety, fidelity, fire and inland 


service terri- 


North Dakota, 


reinsurance. Its 
Minnesota, 


marine 
tory embraces 


South Dakota, Wisconsin, Illinois, In- 
diana, Iowa, Kansas, Missouri, Nebraska, 
Colorado, Arkansas, Oklahoma, Texas 


and Louisiana. 
Boutz Is Assistant Secretary 


Mr. Lowry also announces the ap- 
pointment of S. James Boutz as assist- 
ant secretary of North Star in charge 


of fire and inland marine reinsurance in 
the new department. Casualty claim 
matters will be handled there by William 
J. Brandenburg. 

“General Reinsurance is opening its 
new midwest department in order to 
render better service in an area where 
the company’s reinsurance business has 
grown considerably and is still grow- 
ing,” Mr. Lowry said. “We believe that 
the department will be able to make a 
real contribution to the insurance in- 
dustry in the large and thriving territory 
which it will serve. 

Mr. Hall, vice president of 
Reinsurance since June, 1951, 
active in insurance underwriting and 
production for the past 25 years, 17 of 
which were spent with Employers Rein- 
surance Corp. in Kansas City where he 
Was a vice president. A native of Adair 


General 
has been 


County, Mo., Mr. Hall is well known in 
middle west and west coast insurance 
circles. 


Graduate of Kansas University _ 
Mr. Boutz, a graduate of Kansas Uni- 
versity and also of its law school, has 
been associated since 1949 with Employ- 
ers Reinsurance where he specialized in 
fire underwriting. Before the war, he 


BOUTZ 


was employed by Firestone Tire & Rub- 


S. JAMES 


ber Co. as a credit manager. 

Mr. Kern has been with General Re- 
insurance since August. Previously he 
was associated with Employers Reinsur- 


ance Corp. for four years and before 
that with R. B. Jones & Sons, Inc. and 
the Kansas City Fire & Marine Insur- 


ance Co. 

Mr. Brandenburg has been claims at- 
torney for General Reinsurance since 
October, 1951, operating out of Des 
Moines. Previously he had served for 
14 years with the Hawkeye-Security In- 
surance Co. in Des Moines. 


WILLIAM J. MULDER ADVANCED 


Continental Casualty Elects Him As- 
sistant Secretary to Head New Retro- 
spective Production Department 

Directors of Continental Casualty Co., 
Chicago, have elected William J. Mulder 
assistant secretary, it is announced by 
Roy Tuchbreiter, president. 

Continental has inaugurated a_ pro- 
gram of increasing its writing of large 
retrospective risks on miscellaneous lia- 
bility lines and Mr. Mulder will head 
up the newly formed retrospective pro- 
duction department for the development 
of such risks. He has been with Con- 
tinental for 11 years, starting with the 
company in 1941 as manager of experi- 
ence and rating, three years later trans- 
ferring to casualty special risks as 
manager. 

Since 1944 Mr. Mulder has devoted his 
efforts to working out complicated retro- 
spective risks for agents, has had charge 
of reinsurance, and has done consider- 
able work on Continental home office 
procedures. 


Industry Committee for 
Commissioners Meeting 


Charles G. Dougherty, second vice 
president, Metropolitan Life, will be 
chairman of the insurance industry’s 


committee in connection with conven- 
tion of National Association of Insur- 
ance Commissioners meeting here on 
December 7-11. Other members of the 
committee are Kenneth E. Black, Home; 
J. Victor Herd, America Fore; Henry 
G. Wood, Equitable Society; John R. 
3arry, Corroon & Reynolds; Thomas R. 
Dew, Chubb & Son; Malcolm B. Hicks, 
Home; Edward Mulvehill, American 
Re.; Ray Murphy, Association of Casu- 
alty & Surety Companies, and Irwin H. 
Sherman, General Exchange Insurance 
Corp. 





National Traffic Crisis 
Discussed by Dorsett 


ADDRESSES KENTUCKY AGENTS 
Puts Blame on Lashitive Bodies, Poli- 


ticians, Courts and Professional Safe- 
ty Groups; Calle for Combined Effort 


A combination of firm law enforcement 


and a united effort by professional ac- 
cident prevention groups to organize 
aroused public support was urged No- 
vember 11 by J. Dewey Dorsett, general 


manager of the Association of Casualty 
& Surety Companies, as the only meth- 
od of quickly solving the nation’s traffic 
accident crisis. 
In an address 
Association of Insurance 
Dorsett declared that the near collapse 
of law enforcement and the incompe- 
tence of traffic safety organizations, re- 
sulting from “bickering, personal inter- 
ests and jealousies,” were responsible for 
failure of the public to understand the 
seriousness of the traffic problem. 


before the Kentucky 
Agents, Mr. 


Blames Lenient Officials 


Mr. Dorsett blamed misunderstanding 
by motorists and disregard of their 
obligations as operators of automobiles 
on lenient officials and the diverse aims 
of safety specialists. Before real head- 
way can be made toward an adequate 
and permanent solution of “our great 
national traffic crisis,” he said, it must 
be made “inescapably clear’ to every 
driver that the ownership of a car is a 


privilege that is granted under license 
and may be exercised only in compli- 
ance with specific legal conditions that 


are established for the protection of 
everyone. 


Turning to the question of who is re- 


sponsible for today’s dangerous high- 
ways, Mr. Dorsett said: 

“The legislatures and municipal zov- 
erning bodies are responsible, fur not 
giving the police departments enough 
men to patrol the streets and highways 
adequately day and night; for failing 
to modernize driver licensing laws in 
the light of vastly changed, and_ still 


changing, traffic conditions; and for fail- 


1 
i 
il 


ing to give the motor vehicle and li- 
censing authorities sufficient personnel 
to put only qualified operators behind 


the wheel of an automobile 


Politicians Are Responsible 


“The politicians are responsible for 
interfering with and reversing enforce- 
ment of the laws governing the opera- 
tion and ownership of motor vehicles. 
Nothing has contributed more to public 
indifference toward traffic laws than 
ticket fixing, reinstatement of suspended 
or revoked motoring privileges and mod- 
ification of penalties through political 


intercession and pressure. Let those 
who wear the honor of public office ever 
remember, that a favor granted to one 
constituent today may very likely re- 


sult in the death of another constituent 
tomorrow. 

“The courts are responsible, for not 
compelling respect for the law by apply- 
ing penalties that adequately fit each 
and every offense. I do not suggest that 
everyone should be sent to jail the first 
time they violate a traffic law. I do 
suggest that stiff fines should be the sure 
penalty for first offenders against speed, 
reckless driving and dunken driving 
laws. I also suggest stiffer fines and a 
year’s suspension of driving license for 
second offenders. Third offenders should 
be put off of the road permanently, and 
if their offense results in the death or 
injury of a person, a jail sentence should 
be mandatory. Finally, I suggest that 
any attempt to lift a suspended license 


or to have a revoked license restored, 
should be declared a crime against the 
public safety and punishable as such.” 


Safety Officials Fail 


An equal share of responsibility for 


“the intolerable conditions” that exist 
on our streets and highways, Mr. Dor- 
sett said, belongs to the professional 


safety organizations, for having failed to 
teach the motorists that traffic laws were 
passed for their own protection. Turning 


to the question of why the traffic safety 
professionals have failed to do an effec- 
tive job, he said: 

“The answer will be found first in the 
obvious inability of these organizations 
to cooperate with one another. Each has 
its own personal idea of one or two 
things that should be done. One group 
says better roads is the most important 
step. A second holds unswervingly for 
uniform traffic laws and ordinances. A 
third demands that everything be done 
through local safety committees. Others 
hold out for their pet idea, such as peri 
odic inspection of motor vehicies, abol- 
ishment of all out-door advertising, using 
governors to control speeds, and almost 
as many more as there are groups in the 
business of traffic safety. 

“The result is that the country has 
no a, b, ¢ traffic safety program that 
makes sense. The public is befuddled, 
the motorists are irritated, and the edi- 
tors of the country who are desperately 
anxious to help solve the traffic safety 
problem are understandably exasperated 


} 


The time has come for the traffic safety 
organizations to put aside bickerings, 

jealousies and personal interests, and 
draft a simple, effective program that 


will make our streets and highways safe 
for man and his property. And I sug- 
gest that they do so quickly. 


News Release Misleading 


“It seems to me that another answer 
is to make public education much more 
realistic me factual. Only a few days 
ago, for instance, I read a news release 
that was sent to editors throughout the 
nation by a safety organzation. It be- 
gan by announcing that during a certain 
number of months this year some 20,- 
000 people had lost their lives in traffic 
accidents here at home, while about 3,000 
American boys were killed in battle in 
Korea during the same period. Then, 
in the third paragraph, the release 
in effect: ‘but don’t worry; things are 


Sald 


better than they look. The tr: iffic fatality 
record is really lower than ever before 
in history, because more cars are being 


driven more miles.’ Finally, on the sec- 





ond page, the release disclosed that traf- 
fic fatalities had actually increased again 
this year by some 2 or 3%. 


stuck whistle- 
worst. I do not 


“There you have the 
the great alibi—at its 
question the accuracy of what that news 
release said, but I very emphatically 
challenge the common sense of saying 
it. How can we expect to bring the 
public and the motorists to a ful] under- 
ene Poe of the enormity of their traf- 
fic problem, and win their hae eiaie if 
we sugar-coat the truth with statistical 
alibis? I say it is high time the traffic 
safety professionals stopped lulling the 
people into a state of drowsiness with 
mathematical sleeping pills, and instead 
quickly awaken them to full conscious- 
ness of the dreadful truth. 


‘Another answer is to get the whole 


truth about the cost of traffic accidents, 
in both human and economic terms. We 
don’t have it today. With respect to 


we now obtain reason- 
but few will ven- 
down to the ‘ast 


fatality statistics, 
ably accurate statistics, 
ture to say they are 


man, woman and child. With respect to 
injury statistics, we merely have esti- 
mates—and they range from 1,300,000 to 
1,800,000 annually. When it comes to 


accidents and economic 
even come close.” 


property damage 


losses, we don’t 


Urges Three-point Program 


In conclusion, Mr. Dorsett offered a 
three-point program designed to produce 
immediate and permanent results’ in 
making the nation’s streets and highways 
safe, as follows: 

“Let the traffic safety professionals 
put aside for the present their personal 
interests and work first for the public 
interest—the interest of everyone, in- 
cluding themselves. 

“Let this mighty force for public se- 
curity unite for the present behind a 
firm program of stern law enforcement 
as the only method that, at this late 
date, can save us from total disaster. 

‘Let this same force bring all of the 
facts before the American people quick- 
lv, forcefully, consistently, and  un- 
diluted by statistical gymnastics.” 
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Rogers, Cooke, Braddock, Stellwagen 


Conduct Panel on Excess Reinsurance 


“Where and How to Buy Excess Re- 
insurance” was the subject of the panel 
discussion held on the afternoon of No- 
vember 13, at the insurance conference 
of the American Management Associa- 
tion at the Drake Hotel, Chicago. With 
Raymond Cox, insurance’ manager, 
Arabian American Oil Co., as chairman, 
the ne composed the panel: 

George E. Rogers, insurance manager, 
Robert Gair Co., Inc., New York, repre- 
senting the insurance buyers; Ben D. 
Cooke, director Ben D. Cooke & Part- 
ners, Ltd., London, England, telling how 
this question is handled in England (Mr. 
Cooke’s paper is reviewed elsewhere in 
this issue): Robert L. Braddock, execu- 
tive vice president, General Reinsurance 
Corp., speaking on casualty reinsurance, 
and H. P. Stellwagen, executive vice 
president, Indemnity Insurance Co. of 
North America, speaking on the excess 
insurance facilities furnished by domes- 
tic direct-writing companies 








George E. Rogers 





Mr. Rogers said that on the question 
of where and how to buy excess insur 


ance he believes the average American 


would favor the American market hed 
vided he can obtain comparative condi- 
service and cost ree 


tions of coverage, 





GEORGE E. ROGERS 

if it affords suthcient capacity. He said 
that in the past he has found a general 
feeling among buyers that the foreign 
market, particularly that of Great 
Britain, was more liberal than the do 
mestic market, but he expressed the be 
lief that there is a different trend in 
American underwriting toward broader 
protection, perhaps developed by the 
need of the American underwriters to 
meet oreae competition. 

‘There has been a school of thought,” 
he said, “that foreign companies would 
furnish insurance at a lower cost than 
would be available from domestic car- 
riers. Some instances of my type prob 





ably exist, but if we look at pure cover 
age without loading for service, it seems 
unlikely that foreign underwriters are 
more canny than ours and are able to 


parallel coverage at a 
obtained 


provide exactly 
lower figure than can be 
domestically.” 

Saying that the matter of capacity is 
the reason that would seem 
proper to advance for patron: 
eign excess cover, Mr. Rogers said that 
regardless of where excess cover insur 
ance is bought, the following poin‘s 
would seem to be true: 

Capacity Is There 
“1, Capacity is there, sometimes do 





ge of for 





mestic, sometimes both domestic and 
foreign. Kare instances where the mar- 
ket is not sufficient excess, but gener- 
ally there is coverage available. 

“2 Coverage-wise there is a_ benefit. 
Excess underwriting may be more liberal 
than direct underwriting by the very 
force of foreign, particularly British 
competition. 

“3. Regardless of whether or not a 
differential exists between domestic and 
foreign rate structures or whether there 
is such a differential between direct 
and excess underwriter, there is a saving 
which will accrue through the proper 
use of excess. This may develop through 
two means: 

“The lower rate structure which might 
result from succeedingly high lavers of 
coverage, but more important; a greater 
assumption of risk by the insurer which 
should develop in him a_ higher loss 
consciousness and a greater adherence to 
sound loss prevention practices. This to 
me would be one of the most important 
factors in excess insurance and should 
apply both to large and small buyers. 





Robert L. Braddock | 


“In the liability lines,” said Mr. Brad- 
dock, “there is only one solution for 
the situation we are in today at the 
excess level and that is increased rates 
and | am not talking about nominal 
increases. If the market is not to dry 
up entirely, the buyer is going to have 
io start looking at his costs in light of 
1952 \ _— instead of 1941 values.” 

Mr. Braddoc rn said it is not possible 
SASSO te the dome st tic excess mat 
ket from the insurance industry gen 


erally. “There is not enough casualty 
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CLAIMS MANAGER AVAILABLE 


Claims Manager or Administrator, experienced in Group, A. & H., 
Life and General Casualty lines at Department Head, Regional and 
Branch Office levels, seeks position in Southern California or Western 
United States. College and Law School graduate. At present employed. 
Reply Box 2132, The Eastern Underwriter, 93-99 Nassau Street, New 











ROBERT L. BRADDOCK 
excess available in the United States to 
any one company to provide a domestic 
market that would be worthy of the 
neme,” he said. “Any excess writer will 
have to look to other fields in the in- 
ince business for its principal income. 
“Since 1945,” Mr. Braddock said, “the 








health and accident company in 


company to buy insurance from 


surance for. 








Sitti G t St ffl 
itting on Top is Great Stuff! 
GEES LEE LOO 

Proud of their company, they are! 
thousand representatives of Mutual 
their company has again maintained its position as the largest exclusive 
the world. Its because Mutual of 
Omaha has paid more than 450 million dollars in benefits . . . more 
than 55 million dollars in 1951 alone. 
has a wide and complete line of policies suited to today’s needs . . . and 
is providing coverage today to more than 2!4 million policyowners. It’s 
because Mutual of Omaha pays benefits promptly, locally, through 110 
service offices in the United States, Canada, Alaska and Hawaii. 





The Largest Exclusive Health and ition Company in the World 
MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION, OMAHA, NEBRASKA 


That goes for more than ten 
of Omaha. Why? It’s because 


It’s because Mutual of Omaha 


A fine 


and a fine company to SELL in- 








domestic reinsurance and excess com- 
panies have lost over $50,000,000 in the 
liability and compensation lines. This 
loss occurred a time when the com- 
panies most of you are with were mak- 
ing money. The general attitude of buy- 
ers has been that there should be a 
bargain counter for their insurance pro- 
gram. If a large self-insurer buying an 
excess policy for a limit of say $2,000,000 
over a $25,000 retention does not have 

loss during a given year, he fully ex- 
pects to receive a premium reduction 
which recognizes entirely that his risk 
is completely creditable. On the other 
hand, if he is so unfortunate as to have 
sustained a serious loss, he wants to 
pay the same premium as he paid the 
year before, assuming, of course, that 
the insurer has some mysterious power 
of paying the loss without anyone being 
hurt unless it might possibly be the in- 
dividual so unfortunate as to have pur- 
chased stock in the insurance company. 

“For a great many a. this theory 
of buying worked. The large losses did 
not appear with any regularity and the 
excess market engaged in a type of cut- 
throat competition which, when the 
deluge came, left them with inadequate 
contingent reserves, insufficient current 
premium, and a customer who would 
think he was getting the business when 
confronted with a_ realistic premium. 
Some companies became discouraged at 
the magnitude of the problem and with- 
drew from the market. Others at- 
tempted to cut out the more cancerous 
part of the growth and cure the rest 
of the disease. In most cases, the cor- 
rective action was too little and very 
much too late. Where the excess under- 
writer should have multiplied his rate by 
3, 5 or 10, the precedent of the past was 
too strong for such heroic action, and 
as a result, more money went down the 
drain.” 

Must Show Ability to Make Profit 

As to criticisms that the domestic 
market lacks capacity, Mr. Braddock 
said that it never will be able to in- 
crease capacity “until it can come out 
of the woods and show ability to make 
a profit on the business it writes.” He 
said the underwriter has only two ways 
to cope with inflation: First, retentions 
must be increased if they are to retain 
the same relative protection that they 
did a few years past, and second, rates 
must be increased to a point where 
normal losses and overhead can be paid 
and leave enough money after taxes to 
cover the catastrophe which is no longer 
a rarity. 

Mr. Braddock said that the casualty 
biedastey is the only segment of the in- 
surance business which is so rash as to 
write unlimited medic al coverage for 
any kind of a price. “By unlimited,” he 
said, “I mean as to money and time. 
The large life insurance companies who 
have had the most experience with this 
type of loss just are not in the market. 
Yet the casualty business in its writing 
of compensation insurance throws in un- 
limited medical and only recently did 
not appear to be too alarmed about the 
import of what they were doing.” 

Speaks of War Risk 

Mr. Braddock also brought up the 
question of war risk, saying that war 
is an unratable risk but one which must 
be assumed when compensation is writ- 
ten. In conclusion, he said: 

“That is a somewhat dreary recital 
of the problems the excess underwriter 
must look at in the compensation line. 
Add to this the fact that the four largest 
professional reinsurers lost over $2,600,- 
000 in 1951 on compensation and are 
having a disastrous current experience 
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that will produce a higher loss in 1952, 
and you can begin to appreciate the re- 
jucté ince of underwriters to make further 
commitments. 

“Should you as an insurance manager 
self-insure in the first place? It is my 
personal opinion, based on those risks 
] have seen, that many of the compa- 
nies now self-insured are not qualified 
by organization, type of business en- 
gaged in, or capital structure, to suc- 
cessfully carry on as a sideline a busi- 
ness so foreign to the one for which 
they were organized, I personally be- 
lieve that a primary insurance program, 
supervised by a competent manager and 
administered by a reputable, qualified 
direct insurance company, is the best 
answer for many of today’s self-insurers. 





| H. P. Stellwagen 





Expressing the conviction that excess 
insurance is a legitimate and proper 
need of the insuring public and that the 
direct-writer must meet that need, Mr. 
Stellwagen said that for the excess in- 
surance buyer, to whom the availability 
of a claims organization is important, 





Fabian Bachrach 
H. P. STELLWAGEN 


the direct-writing market may be pre- 
ferred but where the amount of cover- 
age is the controlling factor the foreign 
market may be preferred. Frequently, 
he added, a buyer’s need may be met 
by using two or all three of the excess 
insurance markets, he continued: 

“The nature of the present direct- 
Writing market is shaped by the current 
epidemic of costly losses. For a decade 
prior to 1945, such losses were relatively 
fev in number. In these days of the 
devalued dollar, however, costly losses 
are all too common and they arise in 
connection with nearly every type of risk 
exposure. In the span of two years I 
have had occasion to note a general lia- 
bility loss on a public utility of $1,000,000, 
a products liability loss on a pharmaceu- 
tical manufacturer of $700,000, a prop- 
erty damage liability loss of $1,250,000 
on an oil company, a workmen's com- 
pensation loss arising from injury to 
one person of $170,000, and a verdict of 
$284,000 on a private passenger car. 

“With this background you will ap- 
Preciate that excess insurance is not 
cheap. Gone forever are the days when 

buyer could divide his risk between 
a primary underwriter and an excess 
tnderwriter with the expectation that 
the sum of the premiums charged would 
he less than the primary underwriter’s 
Price for the total coverage. Todav’s 

“iver of excess insurance must raise his 
sehts and be prepared to pay the price 
Which current conditions require. 

Sole. -Insurex’s Retention Important 

“The »mount of the self- -insurer’s re- 
tention is an important factor in the 
Murchsse of excess insurance. For the 
hazardous classifications it is my belief 


that there is very little market among 
the direct-writers for excess insurance 
for self-insurers who elect to assume a 
retention of less than $25,000 on any 
one accident. For other categories of 
risks, there is some market for reten- 
tions of less than $25,000 but such re- 
tentions will be acceptable only in most 
unusual cases. If a corporation cannot 
afford to carry the first $25,000 a any 
one loss and accept the hazard of two 
or three such losses occurring in any 
one year, it would be well-advised to 
purchase primary insurance. 

“Excess insurance should be purchased 
as true catastrophe insurance. If it is 
purchased on a basis such that a fre- 
quency of losses invades the excess 
cover, the cost of such insurance will be 
uneconomical to the buyer. True ‘peace 
of mind’ or catastrophe insurance need 
not and should not be priced to include 
premium dollars for the part-payment of 
normal losses. 

“The buyer will want to know the 
amount pf insurance available in the 
direct-wfiting market. In the case of 
those risks where an adequate spread 
can be obtained and where the ex- 
pectancy of catastrophic loss may be 
considered normal rather than acute, the 
direct-writing market can provide cov- 
erage up to $1,000,000 for any one acci- 
dent and sometimes even more in par- 
ticular cases. In the case of those risks 
which have shown themselves by ex- 
perience to be productive of more than 
their share of serious losses and on 
which the aggregate premium income is 
limited, coverage in the direct-writing 
market may not exceed $500,000. 

Keeps Substantial Portion of Risk 

“You will appreciate that a direct- 
writer keeps a rather substantial por- 
tion of each risk for his own account 
and relies to a considerable extent on 
reinsurance and coinsurance for spread- 
ing the whole amount of insurance 
sought by the purchaser. There is no 
reason, therefore, why a first excess 
cover may not be purchased in the 
direct-writing market and a second, a 
third, and even a fourth excess pur- 


Day Elected President 
Of U. S. Casualty Co. 


WAS EXECUTIVE VICE’ PRES. 





Is Also Vice Predient of New Amster- 
dam; Graduate of Cornell With De- 


gree in Mechanical Engineering 


George E. Day, prominent insurance 
claims executive for many years, was 
elected president of the United States 
Casualty Co. at a regular meeting of 
the board of trustees, November 6, as 
was announced briefly in The Eastern 
Underwriter last week. 

J. Arthur Nelson, chairman of the 
board of trustees of the United States 
Casualty and of the New Amsterdam 
Casualty Co., had held the presidency 
temporarily since last July, following the 
sudden death of Walter D. Owens. Mr. 
Nelson had previously been the presi- 





chased in other markets. Conversely, 
the direct-writing market can provide 
top excesses over the lower excesses of 
other underwriters. 

“Premiums for excess insurance pro- 
vided by the direct-writing market are 
for the most part developed by the in- 
dividual appraisal of risks submitted 
and are subject to a considerable ele- 
ment of judgment. Generally speaking, 
they will bear no relationship to the 
excess limit tables published in the vari- 
ous rate manuals. The previous experi- 
ence of individual risks, while of interest 
to the underwriter, is not a controlling 
factor in the determination of the pre- 
mium to be charged. Let me also say 
that the theory of experience rating has 
no applic ition to established excess cover 
premiums. Policy forms are tailored to 
the individual requirements of the buyer 
and frequently are evolved after con- 
ference among the underwriter, the 
policyholder, and his representative 
Flexibility of form and rate are ob- 
viously essential to the proper conduct 
of the excess insurance business.” 
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J. B. TREUSCH, Vice President 





NATIONAL INTRODUCES 
ANOTHER SALES LEADER 


Our New Surgical Expense Policy 


To help you break the ice and meet competition—a policy that 
sells itself —excellent for Blue Cross subscribers and Group Insureds 


For only $6.00 a year, it provides surgical expense benefits up to 
$100.00 for operations performed 


e In the Home 
e At the Doctor's Office 
e@ In the Hospital 


$150 AND $200 SURGICAL SCHEDULES ALSO AVAILABLE 


Men, women and children from | month to age 80 
eligible — individual or family plan — no medical 


Write for details—Agencies available in 20 States 


NATIONAL ACCIDENT & HEALTH 


OF PHILADELPHIA 
244 South Eighth Street, Philadelphia 7, Pa. 


COMPANY 
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dent of both companies for many years. 

The U. S. Casualty, which has its 
home offices at 60 John Street, New 
York, is an affiliate of the New Amster- 
dam Casualty, with home offices in Bal- 
timore, of which Mr. Day is also a vice 





Blackstone Studios 
GEORGE E. DAY 


president and director. Both companies 
are nationwide writers of insurance. 
Native of New York City 

Mr. Day is a native of New York 
City, but at an early age moved with 
his parents to Bayonne, N. J., where he 
received his elementary and high school 
education. He is a graduate of Cornell 
University, having received his degree 
in mechanical engineering. Immediately 
after graduation, Mr. Day received h‘s 
first experience in the insurance busi 
ness with the Frankfort Insurance Co 
but soon changed to the Otis Elevator 
Co. He remained with that company for 
14 years, holding engineering, sales and 
executive positions in various cities 
throughout the country. 

Mr. Day returned to the insurance 
business in 1926, joining the New Ams- 
terdam Casualty as manager of its 
metropolitan claims department in New 
York City. Two years later he was 
elected a member of the board of di- 
rectors and resident vice president in 
New York. In 1932, he was elected a 
vice president of the company The 
same year the U. S. Casualty became 
an affiliate of the New Amsterdam and 
its metropolitan New York claims de- 
partment was added to Mr. Day’s juris 
diction. 

Was Elected Vice President 

In 1933, Mr. Day was elected a vice 
president and member of the board of 
trustees of the U. S. Casualty and a 
few years later he was given charge of 
the company’s nationwide claims offices 
In 1945, the New York State claims 
offices of the New Amsterdam also were 
placed under his direction. 

Immediately after Mr. Nelson tempo- 
rarily assumed the presidency of the 
U. S. Casualty last July, he appointed 
Mr. Day executive vice president. 

Mr. Day makes his home in Bronx- 
ville, N. Y., with his wife and daughter, 
Ann, who is a senior in Bronxville High 
School. He also has two sons, John N. 
Day, who lives in Chicago, and Robert 
C. Day, who lives in Reading, Pa. He 
is a member of the Bronxville Reformed 
Church, the Lawyers Club and the Casu- 
alty & Surety Club. 


American Surety ‘Names 


Boll at St. Louis Office 


Richard J. Boll has been appointed 
special agent at the St. Louis branch 
office of the American Surety Co. He 
was employed by that office April 21, 
1952, as a special agent trainee and has 
just completed his training program. 
Mr. Boll is a graduate of Washington 
University in St. Louis where he ma- 
jored in economics. 
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Cooke Sees Contrasts 
In Insurance Procedures 


FREE RATEMAKING IN ENGLAND 
Freedom Under Tradition of Self-Regu- 


lation of Insurance Industry Permits 
Flexibility in Writing Contracts 


Ben D. Cooke, director, B. D. Cooke & 
Partners, London, Eng plod described 
some of the differences between insur- 
ance practices in England and_ the 
United States in his participation of the 


“Where and How 


to Buy Excess Insurance,” at the meet- 


panel discussion on 





BEN D. COOKE 


ing in Chicago, of the insurance con- 
ference of the American Management 
Association. Mr. Cooke said, in part: 

“We in the insurance business in Eng 
land are free not only from Government 
regulation, but we are equally free on 
the subject of ratemaking. We prefer 
to rely upon our own individual knowl- 
edge of risks than upon massive columns 
of statistics tha , to us at least, seem 
more like aliens time-tables than a 
basis upon which to set our individual 
judgment. 

“Underwriters in London work in a 
very simple and uncomplicated manner. 
When a risk comes to us, for example, 
from an American broker, the informa- 
tion is condensed very briefly by his 
correspondent London broker on a small 
piece of paper known as a “slip.” 


Slip Free From Clutter 


“The slip is concise and free from 
clutter. For additional information the 
underwriter asks a few questions, and 
then, if he wishes to accept it, he quotes 
a rate and the conditions under which 
he will underwrite it. Or else, he rejects 
it out of hand 

“The procedure, as you see, is very 
simple. There are no ‘whereas’ or 
‘whereinbefores’ to contend with. The 
understanding between the underwriter 
and the London broker is clean and 
clear. And with the mere signing of his 
name to a_ slip containing often not 
more than a few words, the underwriter, 


provided he has assumed the entire risk, 
has sahicatons the London broker to 
convey to his American broker the right 
to issue a cover note immediately. 


“This freedom of London underwriters 
to use Our own judgment with respect to 
any and all risks that may be offered 
to us is, as I have said, the principal 
difference between the way insurance is 
conducted in the United Kingdom and 
the way in which it is done in the 
United States. It is the reason why, in 
London, underwriter’s like myself can 
quote on risks as they come before us, 
without worrying whether our doing so 
might be in conflict with some Act of 
Parliament of a hundred years before— 
or in conflict with some regulation of 


Texas Grants 17.9% Rise 
In Compensation Rates 


The Texas Board of Insurance Com- 
missioners has promulgated an increase 
of 17.9% in workmen’s compensation 
average manual rates to be effective on 
December 1. 

This average level contemplates that 
the shift from a weekly payroll limita- 
tion of $100 per employe to a limitation 
of $200 per employe, thus enabling in- 
surance carriers to collect additional 
premium in certain high wage—high 
hazard industries. is equivalent to the 
difference between the 17.9% adopted by 
the board and the 19.9% recommended 
by the National Council. 


Howard R. Sullivan, assistant secre- 
tary of the casualty claim department, 
and James E. McNeal, assistant super- 
intendent of the training sales research 
and promotion division of the life, acci- 
dent and group agency department are 
retiring from the Travelers Insurance 
Cos. 

Mr. Sullivan, one of the oldest em- 
ployes of the Travelers completed 47 
years service with the organization last 
January and Mr. McNeal has been with 
more recent origin. We know for a fact the Travelers since 1919. 
that it will not. Mr. Sullivan’s entire business career 

“The effect of this freedom of action has been spent with the insurance firm. 
enables us in London to offer certain He joined the Travelers in January, 
types of insurance contracts—simple in 1905, as a clerk in the agency and life 








form, yet secure in performance—that departments immediately afterg leaving 
are unobtainable in many instances in Hartford High School. 
the United States. And it is this free- In 1910, he was transferred to the 


liability claim department and he was 
of our insurance industry, that permits appointed assistant manager of the de- 
enormous flexibility in writing our con- partment in 1921. He has been in charge 
tracts, and enables us to fill worldwide — of procedural administration. He was 
insurance needs that, except for the con- appointed assistant secretary in Febru- 
tracts we provide, would largely go un- ary of this year. 

met.” Mr. McNeal became associated with 


dom, under the self-regulatory tradition 

















77 MILLION POLICYHOLDERS are prospects 
for this new kind of Hospital insurance! 





American Casualty’s Golden Anniversary 


EXCESS 


HOSPITAL EXPENSE POLICY 


77,000,000 people are now insured under some form of hos- 
pitalization. The majority have coverage which is insuffi- 
cient to pay actual hospital costs today. Now—you can offer 
supplementary hospital room and board benefits of from 
$1.00 to $10.00 daily (90 days) without affecting existing 
coverage. The new EXCESS Hospital policy is available to 
individuals or families regardless of whether their current 
hospitalization is in a non-profit or private plan. Write 
today for sales kit and rates on the only coverage of its 
kind—EXCESS Hospital Expense! 


American Casualty 
COMPANY 


READING ®@ PENNSYLVANIA 





Fire Affiliate: American Aviation & General Insurance Company 
1902 @ FIFTIETH ANNIVERSARY © 1952 























Sullivan and McNeal Retire From 
Travelers After Years of Service 





HOWARD R. SULLIVAN 


the Travelers as a special group repre- 
sentative in the home office in 1919 and 
also served in a_ similar capacity in 
Toronto. His field service included Min- 
neapolis and St. Paul as a field super- 
visor and Buffalo as a field supervisor 





JAMES E. McNEAL 


and assistant manager, life, accident 
and group lines. 

Mr. McNeal was promoted to the 
home office staff and appointed agency 
assistant in 1927. Two years later, he 
Was appointed assistant supervisor of 
the agency field service division and he 
became supervisor of the division in 
1945. He has been a member of the 
faculty of the life, accident and group 
home office school since 1929 and headed 
the faculty from 1945 until recently. 

During his long association with the 
school, he has instructed more than 
3,500 students and an even larger num- 
ber took field training courses under 
his direction. He is a graduate of the 
Schools of Forestry of Pennsylvania 
State College and Yale University. Mr. 
McNeal was a member of the Aviation 
Section of the U. S. Army Signal Corps 
during World War I. 


Employers’ New Ad Man 


Lewis S. Dabney, who was previously 
in the advertising agency field, recently 
joined the Employers’ Group of Boston 
to handle its advertising and sales pro- 
motion. He has been in the advertising 
business for about three years. 
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Kessler Joins AIU 
As Safety Engineer 


WILL TRAVEL EXTENSIVELY 





On Trips to Job Sites Will Implement 
Safety Programs, Set Up Incentive 
Plans and Give Claims Service 





Howard Franklyn Kessler has joined 
American International Underwriters 
Corp. as a safety engineer, Vice Presi- 


dent and Casualty Manager L. C. Rich- 
ardson announces. 


Mr. Kessler will be 





Matar 
HOWARD FRANKLYN KESSLER 


in charge of the safety engineering op- 
erations of the casualty department. 

In his new post Mr. Kessler will travel 
extensively, servicing contracting firms 
and other accounts engaged in a variety 
of operations such as: oil pipeline con- 
struction, principally in Venezuela and 
the Middle East; extensive rural elec- 
trification projects in Peru, Brazil and 
Venezuela; the development of a coal 
mine and production of coal on the 
Black Sea; the development of the huge 
iron deposits on the Orinoco; the build- 
ing of oil refineries in Saudi Arabia, 
cracking plants in South Africa. 


Will Implement Safety Program 


On his trip to job sites, Mr. Kessler 
will implement safety and loss preven- 
tion programs, hold educational safety 
meetings, set up incentive programs to 
cut down accident frequency and also 
give on the spot claims service. 

Graduating from Cornell University 
in 1933 as a civil engineer Mr. Kessler 
joined the Jersey City Parks Commis- 
sion in that capacity, then entered the 
insurance field in 1934 by joining the 
Liberty Mutual Insurance Co. as servic- 
ing safety engineer. He left in 1936 to 
jon the Sun Indemnity Co. of New 
York, organizing and developing its na- 





T. A. Clute, New President 
Of N. Y. Surety Association 


Tracy A. Clute of the Globe Indem- 
nity, was elected president of the Surety 
Underwriters Association of the City of 
New York at its annual meeting at the 
Lawyers’ Club on November 6. Mr. 
Clute succeeds Richard J. Purcell of Co- 
lumbia Casualty. 

Donald F. Harned, Travelers Indem- 
nity, was elected vice president, and 
William J. Flaherty, Century Indemnity, 
secretary-treasurer. Members of the ex- 
ecutive committee are Fred J. Kehrli 
Hartford Accident & Indemnity; Joseph 

McNally, Loyalty Group; Guy E. 
Conrath, American-Associated Insurance 

Cos.; Harry D. Schmedes, American 
Surety, and Messrs. Clute, Harned and 
Purcell, 

Rankin Martin, Standard Accident, a 
Past president of the association, pre- 
sided during the election of officers. 


tional traffic safety engineering depart- 
ment. 

In 1940 he entered the U. S. Army as 
a second lieutenant in the Corps of 
Engineers, commanded engineer units 
from 1940 to 1946, was in active combat 
operations in the Palau Islands and 
Leyte, Philippine Islands. He left the 
Army in 1946 as a colonel, retaining his 
commission in the Engineers Reserve 
Corps. 

On his discharge he rejoined the Sun 
Indemnity as general safety engineer 
and supervisor of national traffic safety, 
positions he held until joining AIU. Mr. 
Kessler is a member of the American 
Society of Safety Engineers. 


Rhode Island O. L. & T. 
Rates Revised by Bureau 


Revised bodily injury liability rates 
for a number of owners’, landlords’ and 
tenants’ classifications effective Novem- 
ber 10 in Rhode Island have been an- 
nounced by the National Bureau of Cas- 
ualty Underwriters on behalf of its 
members and subscribers. 

The rates for all classifications af- 
fected by the revision are increased 
on an average of 19.1%. In Providence 
the increase in rates is 28.7% and in 
remainder of state territory the increase 
is 7.8%. In each territory the rate level 


William Ehli Promoted 


William Ehli has been promoted by 
United States Casualty to the post of 
assistant secretary, and his new duties 
will be in addition to his present office 
as assistant manager of the statistical 
department. He joined the company in 
1946 after four years of World War II 
service and honorable discharge with rank 
of captain in field artillery. His insur- 
ance career started in 1937 with the 
Compensation Insurance Rating Bureau 


of New York. 





change has been applied uniformly to 
the rates for all classifications affected 
by the revision. 
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For more than sixty years the United States Guarantee 
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Mock Gives Sizeup of 
Industrial Co. Problems 


PUTS EMPHASIS | ON CLAIMS 


National A. & H. Venn Co. Presi- 
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of Penna. industrial Insurers 
> Na- 


Insurance Co. 


pre sident of the 
Health 
principal 
meeting 


Thorn W. Mock, 
ee & 
idelphia, was the 
November 5 at a 
Industrial 


tional 
of Ph lunch- 
rt 


Pennsylvania Insurers, 





THORN W. MOCK 


composed of key men of industrial writ- 


ing companies in the Philadelphia area. 


involved in 
Se bar 
industrial 


Featuring problems 
running a pany in the 


A. & H and life 








the production, clair 
( ock made the f 
is up to us in the 
strive constantly to 
rom the ‘cradle to the 
to the so- 
that the 





oL-s 
working 





} 
class can be a 





ss of income disability 
spital and s ical expense and the 
misfortune of de th 
Claim biduetens Held to 
Reasonable Minimum 


lition, every care 
underwri 
rejec tions are i 
mum. U nderwritit 


aan department 









ness in 








not conducive to good public 
It | has been demonstrated time aft 
that one dissatisfied l i holder, 
whether the claim is wrong, 
can cause cor side rable ge and loss 
of presti not only company 
declining claim b 1 others 
proper development of 
> with a view to removing 
also in order, and in 
tl certainly can be 


adequate premium 









ock assumed the presi- 
Nati A. & H. a few 
ompany has launched an 
commercial A. & H. 
embarked in the in- 
This is his 32nd year 


ion, and in 1953 the 
will observe its 50th 





> inizat 
A. & H 


anniversary. 


Danckwerth, 





F. E. Boes Slated to Head 
New York A. & H. Club 


Frederick E. Boes, Metropolitan Life, 
is slated to be the next president of the 
Accident & Health Club of New York 
succeeding William L. Kick, Fireman’s 
Fund Indemnity. Mr. Boes is the choice 
of the nominating committee, chairman 
of which is Kenneth R. Thompson, Guar- 
dian Life, immediate past president. 
Other officers on the slate for 1953 are 
as foll 1OWS * 

First vice president—Arnold W. 
Mutual Benefit Health & 
\ccident; second vice president—Ron- 
ald H. Duncan, Loy alty Group; third 
presiden . W. Bumby of W. 





vice 


L. Perrin & Son, Inc.; secretary—Jo- 
seph A. Walsh, Metropolitan Life; as- 
sistant secretary—Edward E. Anderson, 
Commercial Travelers Mutual Accident; 
treasurer—James W. Moran, Ocean Ac- 
cident; assistant treasurer—Norman E. 
W alter, Guardian Life. 


Boston A.&H. Men Informed 
On Tested Sales Letters 


John Adam, Jr., resident secretary in 
Boston of the Manufacturers Mutual, 
was the featured speaker at the October 
meeting of the Boston Accident & 
Association. His talk entitled 
That Get More Sales for 

ee lle the necessary parts 
make up a successful sales letter. 

Mr. Adam is president of the Sales 
Managers Club of Boston and_ well 
known for his writings in various pub- 
lications. The working experience he has 
obtained was enthusiastically received. 
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C. O. Snyder, 62, V.P. of 
Educators Mutual, Dies 


Cecil O. Snyder of Charleston, W. Va., 
manager and vice president of 
Mutual of Lancaster, Pa., 
died recently in Clarksburg, after a 
heart attack. He was 62. 

Prior to 1934 Mr. Snyder was prin- 
cipal of the Williamson, W. Va., Junior 
High School, and represented the Edu- 
cators as a part-time agent. Since then 
he has served as state manager for the 
company, and, in 1944, was elected to 
its board of directors as a vice president. 

Well known in West Virginia, Mr. 
Snyder was a World War I veteran, a 
member of the Elk-Kanawha Post No. 
11 of the American — aes master 
of O’Brien Lodge No. 101, A.F. and A.M. 
of Williamson, and aire at the John 
W. Morris Consistory, Scottish Rite 
Masons; Beni Kedem Temple of the 
Shriners, and Royal Order of Jesters, 
Court No. 111. He was a past president 
of the Charleston Underwriters Associa- 
tion, 

Mr. Prone 3 is 
Mrs. Sara Bishop Snyder, 
di .ughter, three gr randchildren 
number of brothers and sisters. 


state 
Educators 
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Heads Advisory Board of N. Y. State A. 
& H. Insurance Exams; Proper Prep- 
aration of Applicants Emphasized 
Joseph F. Follmann, Jr., general 
Bureau of Accident & Health 
Underwriters, was reelected chairman of 
the advisory board of Accident & Health 
Insurance Examinations, New York 
State, at its fall meeting recently in New 
York City. John F. Lydon, Ocean Acci- 
dent, was elected vice chairman and 
Elizabeth Slawsky, New York Insurance 

Department, secretary. 

At this meeting Deputy Superintend- 
ent of Insurance Walter F. Brooks dis- 
cussed the need for companies and gen- 
eral agencies to give greater attention 
to the preparation of prospective agents 
in order that the applicants will pass 
the state’s examination. Mr. Brooks also 
informed the members of the advisory 
board that he would be happy to fur- 
nish statistics on request which would 


aid the companies in analyzing the ex- 
amination results. 


manager, 


Mr. Follmann emphasized the great 
losses in time and money suffered by 
the companies and general agents in 


submitting names of applicants for ex- 
amination who have not received the 
proper training. He suggested that com- 
panies writing A. & H. business should 
use the Handbook of Accident & 
Health that has been prepared for the 
advisory board, because of the valuable 
information contained therein. 

Earl R. Trangmar, administrative as- 
sistant, Metropolitan Life and a member 
of the advisory board, and _ Francis 
T. Curran, Loyalty Group, Newark, also 
emphasized the ever-growing need for 
companies to properly prepare their 
prospective agents for the state exami- 
nation. 


October Biggest Month for 
D. S. Walker Agency, Phila. 


D. S. Walker & Associates of Phila- 
delphia, one of the largest agencies of 
the Mutual Benefit Health & Accident, 
has received the congratulations of V. 


J. Skutt, president, and E, S. Adams, 
vice president of the company, for its 
record-breaking production record in 


October. 

In that month—the largest in the his- 
tory of the agency—a total of $66,000 in 
initial A. & H. premiums were produced. 
Nine producers had an individual pro- 
duction of over $2,000 in premiums and 
15 exceeded the $1,000 mark in pre- 
miums. In addition, the agency paid for 
$2,217,000 in life insurance. 

Frederick T. Van Urk, assistant man- 
ager of D. S. Walker & Associates, 
reports that October’s A. & H. volume 
represented over 50% increase as com- 
pared with the same month a year ago. 
The previous “best” month this year 
was in March when the agency exceeded 
$56,000 in initial A. & H. premiums. 

The agency will observe its 20th anni- 
versary this month. 


JOHN M. BREEN IS HONORED 

John M. Breen, third vice president 
of Lumbermens Mutual Casualty Co. 
and director of the Mutual Insurance 
Institute, has been elected a life mem- 
ber of the Insurance Society of the 
University of Wisconsin. 
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B. M. A. 
Weather Beacon 


Newest feature of Kansas 
City’s skyline is the 78 ft. 
BMA Beacon. From the top 
of the Company’s 10 story 
home-office building it 
flashes up-to-the minute 
weather news to Kansas 
Citians and to visitors from 
all over the world. Another 
BMA service, right from the 
heart. 


& 


In the Heart of America, the name B.M.A. is a familiar one 

and the B.M.A. building on the Union Station Plaza is a Kansas City 
landmark. But these two are also known far and wide, for it is 
from this Home Office that B.M.A. serves 36 states, the District 

of Columbia and the Territory of Hawaii and Guam with complete 
income protection through the exclusive B.M.A. “All-Ways” Plan 


—literally “serving America from the heart.” 


Company of America 








W. T. Grant, Chairman J. C. Higdon, President 
B.M.A. Building, Kansas City, Missouri 


In 43 Years B.M.A. Has Paid Over 133 Million Dollars to Policyowners and Beneficiaries 
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Unusual A. & H. Risks 
Featured by D. O. Smith 


IN TALK TO BALTIMORE ASSN. 
American Casualty V.P. Points to Thou- 
sands of Prospects Available for 
Scores of Different Coverages 


meeting of the 
of Accident & 


The recent October 
Maryland Association 
Health Underwriters featured an inter- 
esting discussion by Darrell O. Smith, 
vice president in charge of accident and 
health of the American Casualty of 
Reading, on the subject “Unusual Acci- 
dent and Health Coverages.” Mr. Smith 
pointed out that the A. & H. business 
is the fastest growing line today and 
that in a period of 10 years premiums 
from $250 million to 


written have risen 
$2 billion 300 million. “It is a line which 
has great promise in the future,” said 
Mr. Smith. 

The business today is all-embracing, 
not merely a few prospects for limited 
lines, but thousands of prospects for 


scores of different coverages. Mr. Smith 
pointed out that some of the more popu- 
lar and profitable coverages for agents 
to write at this time are: Polio and 
dread disease, camp insurance, student 
accident and medical reimbursement, ac- 
cident coverages for various sports pro- 
such as school, amateur, semi- 
trip accident policies. In ex- 
some of these various cover- 
ages, Mr. Smith gave interesting exam- 
ples of what can be done. For example, 
on trip accident insurance one agent 
wrote in one month over $10,000 in pre- 
miums. The encouraging thing about 
this type of coverage, he declared, is that 
it is repeat business. Other unusuai cov- 
erages mentioned by Mr. Smith included 
credit disability insurance; aviation, pas- 
senger, pilot or foreign travel coverage. 

It was further pointed out that where 
there is a need for a certain coverage, 
it can probably be worked out. Agents 
should not think only in terms of cov- 
erage provided in the rate book, but 
should be generally dispensers of pro- 
tection for all types of losses as a result 
of aécident or sickness. 

Mr. Smith’s talk was enthusiastically 
received by the Baltimoreans and many 
expressed the feeling that they had 
derived ideas which they could profit- 
ably use. 


grams 
pro and 
plaining 


Results tt idinoest Month 
Drive in Honor of Treusch 


Results of the harvest month sales 
campaign, conducted in October by 
agents of the National Accident & 
Health Insurance Co. of Philadelphia in 


honor of Vice President J. B. Treusch 
point to one of the best production 
months in the company’s history. The 


increase in writings over October, 1951, 
was 47%. 

A new high in total number of agents 
producing new business in any month 
was also accomplished during this cam- 
paign. Approximately 275 agents par- 
ticipated, resulting in a flood of new A. 
& H. applications from the 20 states in 
which the National operates. 

The campaign was a tribute to 
Treusch’s first anniversary with 
company, and the agents by their in- 
creased production indicated their ap- 
preciation of his efforts to revitalize 
and build the National to an outstand- 
ing position in the A. & H. field. Each 
agent pledged a minimum of ten paid- 
for applications, the leading producer for 
the month being A. OD. Herring, 
Winston-Salem, N. C., whose record was 
69 applications. 


ALLSTATE OFFICE | IN CLEVELAND 

Plans to Allstate Insur- 
ance Co. regional office in Cleveland 
have been announced by Joseph E. 
Henry, Midwest zone resident vice 
president. The new office, which will 
serve 35,000 policyholders living in 
Ohio, will be opened on or about Janu- 
ary 5, 1953, when modernization of quar- 
ters in Cleveland’s Guildhall Building is 
expected to be completed. 


Mr. 
the 
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Ashbrook Issues Health & Accident 
Report Prepared for LLAMA 


In anticipation of its annual conven- 


tion, November 17-18, at the Edgewater 
Beach Hotel, Chicago, the Life Insur- 
ance Agency Management Association 


has released the reports prepared to be 
delivered there. Chairman of the acci- 
dent and health committee for the 1952- 
1953 term is C. G. Ashbrook, executive 
vice president and Riventor of agencies 
for the North American Life of Chicago. 

The committee report points out that 
the sale of accident and health on the 
part of life insurance companies is 
steadily increasing and that the accident 
and health committee planned its activi- 
ties toward providing services of inter- 
est to companies writing both coverages. 
Mr. Ashbrook outlined the series of 
recommendations made by the commit- 
tee at the close of 1951 at the request 
of the board of directors and said that 
subsequent to its consideration, the 
board approved and the staff initiated 
the following activities for 1952 

Revises Recruiting Analysis Selibaig 

“1, Revision of the recruiting analy- 
sis survey to include information on the 
number of policies sold and amount of 
commissions earned from accident and 
health sales by life agents. Approxi- 
mately 25 companies are now contribut- 
ing such data. 

“2. Initiation of procedures to follow 
up and analyze the persistency of poli- 
cies included in the 1949 “Accident and 
Health Buyer.” It is anticipated . that 
the results of this study—the first of its 
kind in the accident and health field— 
will be extremely informative. The re- 
port should be available early in 1953. 

“During the year the association 
the Health & Accident Under- 
writers Conference in a survey of their 
joint membership to determine proce- 
dures of companies now maintaining 


some persistency records. The results 
of that survey indicate clearly the pau- 
city of such records. 

“Headquarters staff collaborated dur- 
ing the year with the _ persistency 
committees of both the conference and 
the Bureau of Accident & Health Un- 
derwriters in furthering the attack on 
this industry problem. 

Prepares Analysis of Contracts 

“3. The association’s actuarial divi- 
sion has begun the task of preparing a 
digest of representative agents’ and 
managers’ accident and health compen- 
sation contracts. It is expected that the 
first of these will be made available be- 
fore the end of 1952. 

“4. As new training 
veloped by established 
entered companies, copies are secured 
for the reference library. Some excel- 
lent training courses have been developed 
or are in preparation. 

“5. At committee recommendation, 
students at the 1952 LIAMA schools in 
agency management were asked to in- 
dicate if they were selling accident and 
health, and whether for their own com- 
pany, or on a brokerage basis. At the 
ordinary school held at Atlantic City 
in June, William H. Whorf held a spe- 
cial discussion seminar for interested 
managers. It is anticipated that these 
seminars, with attendance on an optional 
basis, will be continued next year. 

Publishes A. & H. Handbooks 

“6. The association’s first publication 
dealing exclusively with accident and 
health insurance, ‘The Third Hazard,’ 
was published with the ‘Manager’s 
Handbook,’ in March. Fight thousand 
four hundred and twenty-nine copies 
have been sold to 52 companies. This 
publication is designed to motivate 
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agents, representing companies offering 
both coverages, to sell accident and 
health insurance as a part of the per- 
sonal insurance program. Accident and 
health insurance has_ been integrated 
into the agents’ and managers’ plan 
books. Other publications are being 
prepared; a book on how to sell acci- 
dent and health insurance and an ac- 
companying project work book and 
mianagers’ supplement are in progress. 

“7. During the year, the staff repre- 
sentatives on the committee spoke at 
several A. & H. Underwriter Associa- 
tion meetings and served by request as 
counsellors to several committees of the 
NALU and the IAAHU interested in 
accident and health.” 

The report stated that the focal point 
of the committee’s activities was the 
third annual spring meeting at Chicago, 
named some of the accomplishments of 
that meeting and said in conclusion: 

“The number of miscellaneous activi- 
ties and interests of the committee dur- 
ing the year make it very apparent that 
the accident and health field is. still 
striding ahead and the committee has a 
continuing opportunity to make a sub- 
stantial contribution to this progress.” 


WILL DISPENSE AIR POLICIES 


Continental Casualty to Underwrite New 

Machine Policies, to Supplement 

Booths for Airline Trip Insurance 

A new, improved insurance policy dis- 
pensing machine will be available to air- 
port operators for service to their pas- 
sengers early in 1953, it is announced 
by Airport Sales Corp. of New York. 
The machine will dispense the standard 
airline trip insurance policy in denomi- 
nations of $5,000 up to a total of $50,000, 
at the standard rate of 25 cents for 
each $5,000. 

Airport Sales Corp. was organized by 
Parker & Co., representative of Conti- 
ental Casualty Co. The corporation cur- 
rently operates insurance booths at air- 
ports in New York, Philadelphia, Wash- 
ington, Miami, Kansas City, Cleveland, 
Los Angeles and Seattle, and has de- 
veloped these operations until it now 
offers a complete line of insurance cov- 
erages to the airline passenger. 

The new dispensing machine will sup- 
plement Airport’s booth operations, give 
greater flexibility to the service already 
provided, and make it possible to offer 
up to $50,000 airline trip insurance to 
passengers in airports where volume of 
traffic will not support a booth. Poli- 
cies dispensed at both booth and the new 
machine are underwritten by Continen- 
tal Casualty. ‘ 

Developed at an engineering cost in 
excess of $50,000, Airport’s new machine 
embodies many unique features. Among 
these is a new paper moving mechanism 
which will virtually elminate paper jams. 
Also, the machine is automatic in opera- 
tion, including retention of a copy of the 
transaction without action on the part of 
the purchaser. 
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